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VOICE of the 


EDGAR D. HEIST, D.O., of 
Kitchener, Ontario, says: 

“The New York convention again 
proved to us the great need of the 
closest cooperation between the 
shoe salesman and fitter and the 
osteopathic physician. I may be 
prejudiced and in error, but I 





have the firmest conviction that 
the trained osteopathic physician 
comes nearer to a possible co- 
operative movement with the re- 
tailer than the followers of any 
other therapy. 

“So strong is my conviction that 
as chairman of the Foot Section 
of the American Osteopathic As- 
sociation for the coming year, I 
proposed to our committee (and 
I was strongly backed up by 
everyone) that we send our in- 
structors into the towns and cities, 
get groups of osteopathic physi- 
cians and their shoe men into an 
instruction class —the osteopathic 
physician taught to do the work 
correctly and the shoe man to 
understand what is the possibility 
of osteopathic connection. With 
this we would contact the public 
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with addresses, pictures and dem- 
onstrations and through the shoe 
fitter and through the osteopathic 
physician to get lay sufferers to 
undertake treatment at a price to 
meet expenses. The more I have 
discussed this matter with others, 
the more the idea grows.” 


* * * 


T. DUN BELFIELD of W. H. 
Steigerwalt’s, in Philadelphia, Pa., 
writes: 

“Congratulations on your article 
in the August 8 issue of the REcor- 
DER—entitled ‘A Prayer and a 
Promise.’ The prayer by J. W. 
Whalley, which you quote, has had 
from me an Amen every hour 
since I read it. If more publicity 


FINE /PRECQppEe] HOW'M 
7 DOIN’ 


—_— 





would be given to such sound, 
practical business-like ideas, the 
retail shoe industry might begin 
to take its proper place in the re- 
tail picture. 

“Continual hammering at unsea- 
sonable sales and cheap merchan- 
dise on the REcoRDER’s part, would, 
I know, be of great benfit to the 


industry.” 
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TRADE 


LUISE RAINER, movie star, re- 
cently paid a twenty-year old bill 
with compound interest, for Anna 
Held. The bill amounted to 25 
cents and the interest, 31 cents. 
Miss Rainer, who portrayed 
Anna Held in “The Great Zieg- 
feld,” received a statement from 





Harry Brown, 111 W. 29th St., 
Billings, Montana, addressed to 
Anna Held, as follows: 

“Dear Madam: The last time 
you were in this city you had one 
shoe repaired and left town for- 
getting this shoe, so I mailed it 
to you somewhere on the Coast. 
Repairing was 15c and postage 
was 10c, total 25c; and it was 
about twenty years ago. I hope 
you are a lady and pay it this 
time. Yours, HARRY BROWN.” 

Brown’s recollection of the inci- 
dent was revived by the showing 
of “The Great Ziegfeld,” in Bill- 
ings. Andrew Samuels, manager 
of the Babcock theater, where the 
picture was presented, made a per- 
sonal call on the cobbler to verify 
the statement. Brown was under 
the impression that the original 
Miss Held was in the picture. He 





distinctly recalled the visit from 
the glorified beauty of the Ziegfeld 
shows. For some weeks the dainty 
slipper with its high French heel 
reposed among the filigreed leather 
boots of Montana cowboys, await- 
ing its owner who never returned. 
* * * 


BD ROUGHT in some areas is caus- 
ing producers to sell their cattle 
earlier than they had planned. 
Animals under discussion are not 
“drought cattle” in the sense that 
the term has been used recently. 
They are good steers which are 
being marketed because the owners 
believe it wiser to turn them into 
beef at lighter weights than to hold 
them and take the chance of short 


feed and water supplies later. 
x * * 


WY HY does a married man buy 
a new pair of shoes? 

Because his wife has nagged him 
into it. 

Furthermore, says one shoe man, 
she greatly influences the style he 
selects, the price he pays and the 
store he patronizes. So this mer- 


chant makes it a rule to show 
men’s shoes to every woman who 
he knows has a husband. 

The shoe man usually knows 
the woman of the family better 
than he knows the man. He con- 
tacts her more often and has more 
influence with her. Even if he 
knows the man better, he can still 
make more sales by persuading 
the woman to do his campaigning 
for him. 

When he has finished selling 
shoes to the woman this dealer 
brings out a few styles of men’s 
shoes he knows she will like. He 
almost always gets the response, 
“Now there is a shoe I wish John 
would wear. I'll tell him about 
it.” * * 

SAMUEL T. RICHINGS of Pea- 
body, Mass., made running shoes 
for the American athletes—the up- 
pers being of white calfskin. Mr. 
Richings made them by hand, each 
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—Shoe men often say that people 
are riding more and walking less. 

—And that if they walk less they 
naturally wear out fewer shoes. 

—Yet 1935 output of shoes (383,- 
000,000 pairs a rnd the highest 
production on record 

—No doubt people would wear out 
more shoes if they walked more. 

—But the automobile and the train 
and the bus and the plane are 
here to stay. 

—So we of the shoe industry owe 
an everlasting debt of gratitude 
to Dame Fashion— 

—Who dictates more kinds of 
shoes—more styles—than ever 
before. 

—''Shoes for the occasion," 
life-saver for our industry. 

—And new styles and uses are com- 
ing to the fore every season. 

—People may go bareheaded, but 
they'll never go barefooted. 


Secs 6 Toke 


President 


was a 





pair to measure, in the manner of 
the old school craftsman, having 
been a bench shoemaker for nigh 
onto 50 years. 

* a * 


DAVID S. HIRSHLER of Hof- 
heimer’s, Inc., Norfolk, Va., points 
with pride to their new children’s 
shoe department, saying: 

“We have one of the most out- 
standing children’s departments at 
our Granby Street store in Nor- 
folk to be found in any retail es- 
tablishment we know of that dis- 
tributes children’s shoes. 

“Tt has always been our policy 
to cater to the younger set and 
in erecting our new store this past 
season we gave consideration to 
this fact. We have just moved into 
a store 60 x 175 ft., completely 
air-conditioned and departmental- 
ized and we believe it is one of 
the most outstanding establishments 
in the States for the retail distribu- 
tion of shoes.” 


i936 


NREUBEN METZ of Metz Shoes, 
Chicago, Ill., says: 

“The game of bowling has 
grown to be one of the greatest 
of all indoor sports. During pro- 
hibition the bowling alley was 
converted from the side room or 
basement alley of the old saloon 
days to a palace of recreation; 
and now since repeal, we have 
bowling recreation parlors that at- 
tract the finest class of men and 
women. We have kept pace with 
the great advancement during that 
time by improving our shoes to 
meet the requirements of all bowl- 
ers. 

“Bowling is a sport which neces- 
sitates the wearing of certain types 
of shoes in order to assist bowlers 
in improving their scores. All 
regular bowling leagues require 
the members of their teams to wear 
bowling shoes, as alleys marked 
and scratched by street shoes be- 
come slippery, causing risk of in- 
jury. 


“Some bowlers use plain soles 





of elk or buckskin with no heels. 
Others prefer shoes with rubber 
heels. Most good bowlers today 
are wearing combination shoes: 
that is, one rubber sole and one 
buckskin sole. The rubber sole 
is on the stop shoe and the buck- 
skin sole on the slide shoe. We 
always recommend heels on bowl- 
ing shoes; they afford a_ better 
stance. Poor shoes can ruin a 
good score, so in order to keep 
their minds on their game and off 
their feet, bowlers must have shoes 
which give the right stride and 
free delivery of the ball.” 


* * * 


CHESTER HEROLD of the Her- 
old Shoe Company, San Jose, 
Calif., says apropos the PLEDGE 
OF SERVICE: 

“I think perhaps Lou Tuffly is 
more nearly right in the use of 
the word ‘DISCOURAGE.’ As the 
word ‘PROHIBIT’ is used, the 
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reader might construe that we take 
that attitude toward him, The 
word is one which requires being 
more explicit, as, for instance: ‘We 
prohibit our sales force from al- 
lowing a pair to go out of the 
store without fitting service.’ 

“There might be exceptions to 
adopting this arbitrary attitude to- 
ward the customer, as, for example, 
where accurate records are kept, 
and one may add a half size if 
the parent orders or buys a pair 
without the child being present. 

“We might also say we PRE- 
SCRIBE or URGENTLY ADVISE 
a customer to NOT ATTEMPT TO 
FIT ANY CHILD WITHOUT AN 
ACCURATE FITTING FOR EACH 
PAIR. I remember years ago when 
I made my first trip to New York 
I saw a sign in the rear of Alex- 
ander’s shoe store on Sixth Avenue 
reading ‘DO NOT ATTEMPT TO 
WEAR SHORT SHOES,’ and this 
has stuck with me all this time. It 
expresses just what we as shoe 
retailers mean.” 
SAYS C. N. Roos of Roos & 
Evans, San Francisco: 

“We still find our satisfied cus- 
tomers our best advertising me- 
dium. Of course, newspaper and 
direct mail are regularly used, but 
the good old word-of-mouth method 
clicks every day of our business 
life. Every one of our customers 
is sold on the thought we are in- 
terested in their shoe and foot 
health problems. Any mistakes 
made are our fault, not theirs. 
Here we are located right in the 
héart of the busy financial district, 
yet we find it comparatively easy 
to make friends, and what’s more 
to keep them as friends.” 

* * * 
HISTORICALLY “sticking to the 
last,” Sir Austen Chamberlain, 
English statesman, was _ installed 
as Cordwainers’ Master of the 
English Guild. 

With ceremonies dating back to 
the Middle Ages, Sir Austen Cham- 
berlain took the oath as Master of 
the Cordwainers’ Company, with 
which his family has been asso- 
ciated since the Eighteenth Cen- 
tury. The ceremony took place at 
a meeting of the livery at the 
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Cordwainers’ Hall, Cannon Street, 
E.C. The oath was administered by 
Mr. F. W. Mander, clerk to the 
Company, and Sir Austen, wearing 
the black livery gown trimmed with 


musquash fur, velvet Tudor hat _ 


and the Master’s badge, afterwards 
headed a procession to St. Mil- 
dred’s Church, Bread Street, for 


the annual service. 





For about 200 years there has 
been a Chamberlain in the Com- 
pany, and Sir Austen’s great-great- 
grandfather, William Chamberlain, 
served the office of Master in 
1769, being the Father of the Com- 
pany in 1786. Two of the latter’s 
sons also became Masters, William 
in 1794 and Joseph in 1803. An- 
other William and another Joseph 
became Masters in 1825 and 1846 
respectively. Mr. Joseph Chamber- 
lain was a liveryman of the Com- 
pany, but never served as Master. 
Several collateral relatives served 
as Masters in the past. 

* * 


THE handbag industry, as years 


ago, an infant, but in practice 
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sophisticated, has found it neces- 
sary to go to the Federal Trade 
Commission to correct vicious 
practices to preserve a $33,000.- 
000 industry, employing between 
12,000 and 15,000 persons. 

The ladies’ handbag manufac- 
turing industry agrees to rules 
governing the following unfair 
trade practices and the prohibition 
of them: 


“Making or publishing a false state- 
ment as to the grade, quality, nature, ori- 
gin, etc., of any product, having a ten- 
dency to deceive purchasers. Defamation 
of competitors or their goods. Selling 
goods below sellers’ costs, with the intent 
of injuring a competitor. Giving or offer- 
ing money or anything of value to repre- 
sentatives of customers or representatives 
of competitors’ customers to induce them 
to influence their employers to purchase 
from the maker or refrain from dealing 
with a competitor. 

“Also: Circulation of unfounded threats 
of suit for infringement of patents or 
trade-marks. Secret payments of rebates, 
refunds, commissions or unearned dis- 
counts. Deceptive branding or labeling 
of products or imitating trade-marks or 
trade names of competitors. Inducing or 
attempting to induce a breach of contract. 
Publishing or circulating false or mislead- 
ing price quotations. 

“Ladies’ handbags are manufactured in 
the states of New York, Massachusetts, 
Connecticut, Rhode Island, New Jersey, 
Pennsylvania, Maryland, Florida, Illinois, 
Wisconsin, Missouri, Washington, Califor- 
nia, Virginia, Texas and Ohio, the com- 
mission stated.” 





“Naw! They ain't twins! But they've been pretty thick since discovering they 
wore the same size shoe." 
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Katharine Hepburn as “Mary of Scotland” 
in the R.K.O. re of Elizabethan 
days. The I. Miller stores have already 
linked their high front shoes with the 
days of Elizabeth and Mary and chris- 
tened this group their “Modern Eliza- 
bethans” 









Right—Norma Shearer in “Romeo and 
Juliet” with its Renaissance period back- 
ground, The low-side-high-front line is very 
reminiscent of the slipper known as the 
“Juliet.” This silhouette can be easily tied 
in with the M.G.M. film 









Period 
Piecetures 


Period 


Fashions 
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Two French shoes from Joseph Casale 
that show a strong period influence. At 
the left an evening slipper with the 
crossed ribbon effect that suggests the 
shoes worn by Directoire belles. At the 
right, the built-up-on-the-instep line that 
has its historic precedent in the men’s 
shoes of all three periods covered by 

these films 





























influence 
season. 


WITH the release of three im- 
portant costume pictures, Holly- 
wood was all set to launch a wave 
of “period” fashions. And then, 
right at the same moment, came 
the Paris August openings . . 
and further endorsement of period 
influence in clothes. 

The silver screen flashes the 
ruffs and puffs of Tudor days in 
“Mary of Scotland,” the richness 
of the Renaissance in “Romeo and 
Juliet,” the exaggerated high waist- 
lines, slit skirts and _postillion 
coats of the early nineteenth cen- 
tury in “Anthony Adverse.” And 
at the same time, the cables hum 
through with their trans-Atlantic 
news to aid and abet these ro- 
mantic period styles. Such syn- 
chronization of Paris and Holly- 
wood is a rare coincidence, and 
should be capitalized in fashion 
promotions. 

From the point of view of Paris 
it is, Directoire and Empire fash- 
ions, the costume setting of “An- 
thony Adverse,” that register most 
strongly. 

If you remember, we've been 
hearing about Directoire fashions 
for several seasons now. The 
term has a familiar ring. But the 
idea is dished up all newly and 
freshly this August. Out come 
the couturiers all over again with 
redingotes like the one Olivia de 
Havilland wears in the Warner 
Brothers film— with revers-faced 
jackets, with swallow-tail coats, 
with slit skirts for evening and a 
waistline right under the bust. 


Of Renaissance fashions, there, 


is a reflection in the velvets and 
lamés and embroideries of formal 
clothes, while puffed sleeves and 





High-front shoes and 
eross-laced effects 
tie in with the period 
of the 


by RUTH HARRINGTON 
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In “Anthony Adverse,” Olivia de Havilland wears the typical high waistline and 
redingote wrap of the peri 
The two sketches of modern clothes indicate the jackets with revers and peplums 
and the high-waisted, slit-skirt evening dresses that are featured in the Paris 
openings 


ruffed necklines often strongly sug- 
gest the days of Queen Bess and 
her lively little rival, Mary Queen 
of Scots. 

All this period excitement pro- 
vides a promotional background 


for the high front shoe. Look up 


the historic shoes of these three 
periods and you find they all em- 
phasize the covered instep—they 
glorify high throat and tongue ef- 
fects. One prominent group of 
shoe stores has christened a col- 

[TURN TO PAGE 35, PLEASE | 











The modernistic new shoe salon of HOCHSCHILD, 

KOHN & CO., Baltimore, Md., in which the comfort of the 

customer was considered first in its preparation. The color 

scheme is ash rose which is carried out in the chairs and 
in the lounges along the walls. 


AMERICA MODERNIZES. The 
Roll Cali of Modernized Stores 


Reads from West Virginia to 


Washington, From Maryland to 


Wisconsin—Ali Redecorating 
and Dressing Up for Busy Shoe 
Seasons Ahead. 


.. 


The entrance of the new HOCHSCHILD, KOHN shoe 
salon which, in keeping with department proper, is done 
in the modern manner. Lighted cutouts in the two pillars 
flanking the entrance are used for the display of fea- 


tured shoes. 


One of the twin women’s shoe 
departments on the main floor 
of the GIMBEL BROS. store in 
Milwaukee, Wis. Cream colored, 
leather upholstered chairs are 
set off by the floor covering of 
a delicate green. Ali stock is 
concealed by walls in which are 
set lighted shadow boxes for 
shoe display. 








ogee 


The 100 x 200 foot shoe depart- 
ment on an upper floor of the 
MEIER AND FRANK CO., 
Portland, Oregon, is one of the 
finest equipped shoe sections in 
the country. High paneled walls 
are finished in rare imported 
hardwood and furnishings are 
along conserved modern trends 
with rust the prevailing color. 


GOOD SHOES 
DESERVE 


| 


\ 
\ 
\ 


\ GOOD STORES 


The ultra modern shoe department of the BRADSHAW 
DIEHL CO., Huntington, West Virginia. Paneled walls, 
done in the modern manner, are finished in a light 
grained wood. Shoes are displayed in lighted cutouts. 


IN the opening of the new shoe salon of the prominent 
Hochschild, Kohn & Co., department store, of Baltimore, Md., 
Nathan Schenthal, its merchandiser and one of the most 
prominent retail shoe men and shoe buyers of the country, wit- 
nessed the realization of a shoe man’s dream and ambition 
for a shoe shop that is distinctive in appearance and atmos- 
phere as well as the merchandise it offers; a shoe shop that 
lifts footwear out of the class of just another item of mer- 
chandise and places it in a superlative position in the world 
of commerce. The new Hochschild, Kohn & Co. shoe shop 
is a shoe salon in the true sense of the word “salon.” All 
vestiges of commercialization have been removed and when 
customers walk into the “shop” they feel they are or have 
entered the salon of some famous home. 

As is to be noted from the accompanying photographs, the 
shoe salon of Hochschild, Kohn & Co. is undoubtedly one of 
the finest, most beautiful and best appointed shoe shops to be 

[TURN TO PAGE 36, PLEASE] 








———— 


DURING a recent foot health contest, a woman came 
into the store with her child. The mother had on a 
pair of high-heeled narrow-toed pumps; foot trouble 
was evident, very much so. She smiled with pride and 
confidence as she said, “I want to enter Mary in the 
foot contest. She has always been carefully fitted, and 
I am sure she has a perfect pair of feet. You know, I 
made up my mind when she was a baby that she should 
never go through the foot torture that I have suffered. 

“Oh, no, it hasn’t been an easy job. Why in our town 
they don’t carry her size at all, and it is so hard to find 
a sales person who really knows about feet. Why in 
some stores they act like we shouldn’t have bothered 
them by coming in to try on shoes.” 

Now mother may be hard to sell to personally; she 
may insist on selecting the wrong style for her foot. 
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The Average Shoe 


by . 
JOHN R. GRIGG 


She may even want to cheat a little on the size, for 
even though she knows better, years of habit cause her 
to still cling to the old illusion as to what she thinks 
looks good on her feet. She knows, but she is still will- 
ing to pay the price of discomfort. 

Don’t worry. She is smart, and the chances are that 
she knows more about feet and foot-wear, and their 
relation to health than you think she does. With her, 
when it comes to fitting the children’s shoes, it is a 
case of “Don’t do as I do,” but rather, “Do as I tell 
you.” 

Oh, yes, mother wants Mary to enjoy the blessing 
of strong healthy feet, and she will be loyal to the store 
that features a balanced selection in children’s shoes, 
whose fitting is done in an intelligent and friendly 
manner and whose philosophy of service is genuine. 
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Merchant Is as Badly in Need 
of Children’s Shoe Education as Is the Buying Public. 





After contacting a number of dealers who sell the 
shoes and a larger group of women who buy them, we 
are rather under the impression that the average dealer 
is as badly in need of education as is the buying 
public. 

We find, first, that most of the mothers have at least 
a fair knowledge of what is necessary for the care of 
the feet, and the correct fitting of the children’s shoes. 
Home, children, physical culture, and other magazines 
have carried more articles about feet and the impor- 
tance of correctly fitted shoes than we folks in the 
shoe business have any idea of doing. 

Another contributing factor to this knowledge 
is the fact that all over the country thousands of 
kiddies are taking dancing lessons. Mothers are 
learning how important good feet are in the de- 
velopment of grace of posture, body balance, and 
the general health. 

After talking to a number of dealers about the chil- 
dren’s business, our reaction is that, with the exception 
of some of the better dealers in the larger towns, the 
average store is doing a rather indifferent job of sell- 
ing children’s shoes. (Maybe we are wrong about this.) 
And when we tried to find out the reasons, my word, 
the answers were as much alike as the oft-mentioned 








peas in the pod. 

First, that children’s shoes can no longer be sold 
profitably; that the buying falls into two classifica- 
tions: those who are willing to pay the price, but who 
demand sizes and widths and a grade of shoe on which 
the turn-over would be so small that it would not be 
profitable to carry them in stock. 

And a second, and much larger group is composed 
of those people who want children’s shoes at such a 
low price that the independent dealer cannot compete 
with chains in this field. Thus goes the average dealer’s 
answer as to what is wrong with the children’s shoe 
business, and the most serious phase of the situation is 
the dealer’s mental attitude, when he has sold himself 
on the idea that there is nothing that can be done 
about it. 

Every problem has a solution, and there are dealers, 
too, who have done and are doing an entirely satisfac- 
tory and profitable children’s shoe business, whose ex- 
periences if they could all be presented to the trade in 
general would be of incalculable value. 

In a large number of stores the children’s busi- 
ness is a sort of stepchild. Nobody really loves 
it, and we often find the youngest, least experi- 
enced sales person, not only in charge of the 

[TURN TO PAGE 41, PLEASE ] 











4 THERE should be a big 
Fall Styles ad in tonight's 
paper, for Saturday selling and 
the theme should be "New 
Fall Footwear for the Labor 
Day Holiday." If the schools 
open next Tuesday in your 
town you should also advertise 
your line of school shoes. 


m TO most folks Labor Day 

marks the passing of Sum- 
mer and the beginning of 
Fall. So today would be an ex- 
cel'ent day to mail out an im- 
pressive announcement of Fall 
footwear lines; a folder o: 
broadside if you can afford it, 


if not, then a letter. 


12 THESE busy Saturdays 
are the days to cash in 
on "Suggested selling.” Have 
every salesman instructed to 
show your best hosiery value 
to every woman who buys 
shoes. Next week have them 
show something else. Every 
sele thus mads is a "plus"! 
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Good Shoes Deserve Good Sales Prometion 


1 NOW for a BIG, busy 

month! Are you ready 
for it, with ample stocks and a 
carefully planned selling and 
advertising program? Do you 
know exactly what you are 
going to feature each week; 
how much you are going to 
spend in advertising? Work to 
a plan! 


THIS should be a big 

business day, and your 
work should be so arranged 
that you can spend every min- 
ute of your time on the selling 
floor. Are you sure you have 
plenty of selling help? How 
about a good hosiery special 
in the window today? 


9 IN making your weekly 

stock check the simplest 
form has a line for each style 
and a column for each week in 
which you put down the num- 
ber on hand. This gives you 
a quick picture of just how 
each style is selling, how many 
to order, etc. 





9 THIS is the day you check 

stocks. Have you found 
this a help to your turn and 
your profits? If not, it must be 
because you do not make full 
use of the information a stock 
check reveals. Resolve this 
Fall season to make better use 
of your check. 





10 FOLLOWING your 

Wednesday stock check 
each salesman should be given 
a list of the numbers that have 
not been selling well during 
the past week, with instructions 
to put selling pressure on 
these partciular numbers dur- 
ing the busy week-end days. 


1 4 YOU will probably want 

to continue your window 
displays put in a week ago, 
because they are Fall Style 
displays. But they should be 
rearranged somewhat, and if 
you have received any new 
styles this week get them up 
in the front of the display. 


3 IF you have not already 
put in your Fall window 
trims and interior trims they 
should go in this week-end, so 
that when you return from the 
Labor Day holiday you will be 
"ready to go" on your Fall 
selling campaign. Make your 
window trims simple. 


7 LABOR DAY. Last of 

the Summer holidays. 
And you had better enjoy it 
for there's a busy season 
ahead. Did you get your Fall 
window trims in place, for the 
benefit of today's window 
shoppers? 


11 ANOTHER big _news- 

paper ad on Fall Styles 
is in order for tonight's paper, 
for tomorrow will no doubt be 
a big day. And why not con- 
centrate on your best selling 
price line instead of having a 
general ad. Give some space 
to children's shoes too. 


15 ISN'T it about time to 

put a little selling pres- 
sure on Men's shoes? How 
about a mailing card to your 
customer list, playing up your 
best value in men's Fall foot- 
wear. Show an actual illustra- 
tion of one style, and make 
your copy brief. 
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CALENDAR for SEPTEMBER 


A Working Schedule for Busy Merchants 


16 THE month is half gone, 

so when you have com- 
pleted your stock check today, 
and have reviewed the figures 
you should have a pretty good 
idea as to which styles are 
going to be best sellers, and 
which prices are going to be 
favored for Fall. 


9 4 ARE you making full 

use of table displays? 
The chains have found the 
secret of increased sales is to 
get merchandise out where 
people can see it and examine 
it. Try it, with house slippers, 
hosiery, leather bags and foot- 
wear specials. 


98 IN rearranging your 
window displays for this 
week, continue to feature 
children's school footwear, but 
in smaller space. Try and 
make your women's displays 
look "different." Some new 
cards will help. And how about 
a snappy showing of men’s 
shoes. 


1 7 HOW can you get more 

people in your store? 
One merchant in a college 
town has arranged to make his 
store the downtown headquar- 
ters for tickets for all athletic 
events, etc., at the college. It 
brings people in, and gives 
him lots of good advertising. 


91 CHANGE your window 
displays today, and as 
a suggestion, why not put in 
a window of children's foot- 
wear. Many parents who did 
not buy shoes for the children 
when school opened will have 
discovered by this time that 
new footwear is much needed. 


9 TOMORROW is the 

last Saturday in Sep- 
tember and you want to make 
it a BIG one. Feature some 
specials in your ad, in addition 
to your Fall styles advertising. 
And liven up your window 
displays for the week-end. 
Play up your specials there 
too. 


929 HAVE you been secur- 
ing the names of new 
customers this month and add- 
ing them to your mailing list. 
If not, you've been gang up 
the best way to build up your 
list of those who know your 
store and are likely to be most 
interested in your mailings. 


18 OF course, you'll con- 
tinue to make women's 
Fall styles the big thing in 
your advertising tonight for 
Saturday selling, but don't 
neglect men's footwear. If 
your stock check turned up 
any slow sellers feature them 
in the ad as Saturday specials. 


99 DURING the busy sell- 
ing season you should 
use your mailing list every 
week, or at least, every other 
week. Today would be a good 
day to send out a letter or cir- 
cular on children's school 
shoes, to tie in with the win- 
dow display you now have. 


96 DON'T forget "sug- 
gested selling" today. 
How do your window displays 
compare with your competi- 
tors? When you go out 
to lunch today take a few min- 
utes to walk past other stores 
and see what they are doing 
to make their windows look in- 
teresting. 


30 TWO big jobs to be 
done today. One is the 
weekly stock check. The other 
is a careful review of your 
plans to make October a big 
month. Plan your advertising. 
Plan your windows. Know what 
you are going to feature each 
week. See what you did last 
year. 


19 HOW many pairs of 
hose did you sell 
through suggestion last Satur- 
day? Then why not do the 
same thing today? Or, if you 
prefer, try suggesting rubbers 
or storm footwear, and see if 
the results are better. And in- 
cidentally, why do this only 
on Saturday? 


93 IN your hosiery section 
your weekly stock check 
shows you just about the num- 
ber of pairs of each style you 
can expect to sell weekly. You 
know how long it takes to get 
a reorder. Knowing this, you 
should keep your investment 
down_and increase your turn. 


And now to make the final 
quarter of 1936 the best 
three months’ business in 
shoes since 1929. Planned 
promotion will produce 
results. 
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Freedom Doesn’t Mean License 


AT a recent meeting on the Robinson-Patman law, 
before an audience equally divided between chains and 
independents in all fields of merchandising, a speaker 
declared: “While I hold no brief for chain stores, I 
can give them this measure of comfort . . . that it 
is utterly impossible to enforce the act and further- 
more, the act may be found unconstitutional because 
in this law the offenders must prove themselves inno- 
cent—which is contrary to the time-honored practice 
in the United States that holds a person innocent of 
a crime until proved guilty.” His final statement was 
that “Congress made no appropriation to police the 
law and in fact, cut down the Federal Trade Commis- 
sion’s appropriation by $500,000.” 

Thereupon, cheers and applause came from the chain 
store division of the assemblage—all grouped at one 
end of the hall. Whether the cheers were for the loop- 
hole in the law that permitted them to ignore it or 
for the news that Uncle Sam has no money to buy a 
whip, we don’t know. But it certainly was the wrong 
time to cheer. The bill is not an anti-chain bill any 
more than it is anti-manufacturer or anti-independent. 
It is anti-vicious-practices that should be removed from 
business if business is to continue free in America. A 
determined Congress can make this type of legislation 
far more burdensome and far more corrective if this 
law is “dead-lettered.” 

The second speaker at this meeting had a better sense 
of proportion. He indicated that “three-quarters of the 
business in America is done in individual and inde- 
pendent stores and that only one-quarter of the busi- 
ness is in chains.” Furthermore, many of these chains 
will not be effected by the law at all because they buy 
the complete outputs of factories and are vertical in- 
dividual businesses so amazingly efficient that all costs 
are reduced to a minimum. Honest chains have not 
asked nor received secret rebates, allowances and dis- 
criminations because these chains want the absolute 
“net” in the purchase of goods—without extra frills. 

Many an independent, particularly in the department 
store field, has been an offender because the practice 
was general and the graft was supposed to be legiti- 
mate. They too will have to look at goods in the future 
in terms of efficient, economic, intrinsic values. 

It is obvious to any sound-thinking man that vicious 
practices exist and must be curbed if competition is to 
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live. The chains have a part to play in the distribution 
of mass goods and even class goods. But they are not 
everything in the United States and never can be. The 
public wants what it wants close at hand, and there 
always will be a place for the particular kind of ser- 
vice that an honest, energetic, efficient man can render. 
Salesmanship will not disappear because of any law. 

Let’s look at the new law from the viewpoint of cor- 
rection of abuses by the ruthless ten per cent—for these 
are the cunning offenders who find a weakness in the 
manufacturing set-up and who ultimately destroy their 
sources of supply. For after all is said and done, busi- 
ness—to live—must make a profit and the law wants 
to set a few sporting rules for the game of business. 

All life is a game and violators are put in prison 
for many offenses to the moral code. Now here comes 
a law that gives imprisonment and a fine penalty for 
offenses against the law of standards of business. It 
is going to take some time before this law is inter- 
preted and rest assured that it is going to be imple- 
mented with teeth that bite. 

Another significant point. . . . The federal govern- 
ment has a right to interfere with contracts that have 
been made previous to the date of the law so that any 
continuing practice over the years is subject to “cease 
and desist” rulings of the Federal Trade Commission. 
It is obvious that that Commission is going to move 
slowly, but, nevertheless, it behooves everyone to sim- 
plify and purify practices of trade. Already hun- 
dreds, yes thousands, of complaints have been filed. 
They, will be considered in due time. 

Fortunately, in shoes but little hi-jacking and high- 
pressuring exists. There is something in the constant 
change of the product itself that makes impossible the 
“blue-sky ceiling” of discounts that are prevalent in 
trades dealing in carloads and trainloads of goods. 

There may be a considerable gap between what the 
law is intended to do and what it actually accom- 
plishes. No Supreme Court can invalidate the spirit 
of legislation. It would be better to wait before pre- 
senting final judgment on the Robinson-Patman law. 
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THE 


Fastest-Selling Sole 


AT do people want when they buy your 

shoes? They want style of course. They want 

fair pricing. But a lot of them have to have one 
thing more, and that is economy. 


Now real economy is a matter of wear. The longer 
the sole wears, the longer the shoe will give satis- 


faction. 


And that’s where Goodyear Wingfoot Soles come 
in. No sole ever made can beat them for wear. 


When your customers are looking for economy, 
keep these sure-footed, waterproof, easy-walking 
soles in mind. It’s an easy way to win customers 


who come back again and again. 


MORE PEOPLE WALK ON GOODYEAR ‘WINGE 
SOLES AND HEELS THAN ON ANY OTHER 


When writing advertisers please mention Boot and Shoe Recorder 
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“<THE NEXT STEP FORWARD IN RETAILING” 





“The 
How 
To 


Series”’ 


BLISTERED HEELS 


$60 R. SHOEMAN, you ought to be ashamed to sell 
such shoes! I’ve worn them only half a day and my 
heel is all blistered. I never want to see these shoes 
again!” 

She takes them off gingerly. The shoe clerk tosses 
them back to the shoemaker with, “Hey, Tony, stick 
iti a pair of non-slips.” 

And up in heaven the Recording Angel grits his teeth 
as he scores a big black mark and groans, “No devil 
could have thought up a more fiendish treatment! Just 
wait till I get that fellow!” 

What then should the shoe man have done to that 
shoe which made the blister on her heel? First, let’s 
see what usually causes a blister. 

Blisters come only with new shoes, never with a shoe 
worn as much as ten days. They seldom appear with 
high heel shoes or flexible soled shoes. Why is this? 
Because with low heel shoes the wearer, in completing 
every step, must raise her heel farther from its original 
position than she does with a high heel shoe. 

The sole bends farther—and the more bend the more 
resistance. So the low heeled shoe has a great “down- 
pull” on its back part. And of course a stiff sole pulls 
down harder than a flexible sole. This pull is what 
makes the counter tend to grab the skin on the heel. 
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TOO NARROW AHEEL SEAT 


CAUSES A VACANT SPACE 


A heel blister may easily be caused when the 
heel seat is too narrow (as in some combination 


lasts), causing the heel to “churn” up and down, 


If there is a non-slip in the shoe this grabbing is 
made more painful. So the very first thing to do is to 
take out any non-slip, then powder the counter and 
make it as slick and smooth as possible. Contrary to 
popular opinion, blisters are not caused by loose shoes 
but by rough or tight shoes. For that reason it is often 
advisable to stretch the forepart so the foot will ease. 
away from the back. 

Another cause of blisters is a shoe with too narrow a 
back part. Fortunately, that trouble is disappearing, 
as all new lasts nowadays have heel seats wide enough 
to let the heel settle down squarely on the bottom. This 
difficulty, pictured in the illustration, appeared often 
in the old combination lasts. 


HIERE it is easily seen that at every step there is a 
“churning” up and down. This is very likely to cause a 
blister, usually on the outside near the back, right 
where the heel bone is covered with the least flesh. The 
remedy is to insert a good heel pad underneath so it 
will fill up that vacancy and thus hold the foot from 
crushing down against the too-narrow side lines. 
In extreme cases I have ripped the seam around the 
top of the quarter and pulled the upper down so the 
[TURN TO PAGE 58, PLEASE] 
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KINDERGARTNERS”* NEED 

















POLL-PARROT SHOES 


















There’s more than a sales pos- 
sibility for Poll-Parrots among 
kindergartners ...there’s a de- 
finite need! Poll-Parrot shoes 
are reasonably priced, well 
made and built to the require- 
ments of fast growing feet. 
This need isn’t self-assertive. 
But it’s right there in your 
community. There are sales 
and profits awaiting you if you 
fill this need with the right 
kind of shoes. Do it with 
Poll-Parrots. : 


Pull-on boots...are 
one of the fast mov- 
ing novelty patterns 
in the Poll-Parrot line. 











Solid leather 
construction 
prolongs the 
wear and 


+] Special juve- 
Jnile lasts 
allow plenty 
of room for 
the growing 





eet. 





velop. Poll-Parrot shoes. on the 







































ALL LEATHER FOO 








Poll- Parrot 
shoes with 
flexible, 
durable soles 
and soft pli- 
foot to de- smart appearance of able my eg are easy 





* There is a Star Brand | 
Shoe to fill every demand | 


e 
profitably 

For every age there’s a Star 
Brand line ... each packed 
with a mighty sales punch. 
Hook your store to the 
Stars! Wire, write or phone 
for a representative! 


STAR BRANDS 
pics t/ 
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The 


TAILORED WOMAN 


GETS 
A 


FOOTWEAR FASHION 


ALLY 


HAROLD WILLIAMS 
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te Operate Shee Salon 


HEAROLD WILLIAMS has joined The Tailored 
Woman, Inc., one of Fifth Avenue’s smartest stores 
with a shoe department featuring footwear harmonized 
to the costumes of the season. Mr. Williams is a well- 
known style authority on women’s shoes and for sev- 
eral years was in charge of the shoe department at 
Bergdorf-Goodman’s. Besides his many other style 
firsts he was one of the leaders in the promotion of 
women’s open-toe, open-heel sandals. 

His entrance into shoe business was certainly from 
the bottom; he started when he was a boy, as a wrapper 
in the shoe department of L. Bamberger & Co., of 
Newark, N. J. His fondness for experimenting with 
the new machine for making indentations in insoles that 
had been installed in the department, resulted in his 
being relieved of his job. 

Deciding to see the country, Mr. Williams ended up 
out of a job and broke in Chicago. Through the in- 
sistence of a friend he managed to secure a job at 
Siegel-Cooper’s for $2 a day. Leaving there he knocked 
around from pillar to post, finally getting a job with 
the late Julius Goldberg, from whom he got his first 
style experience. Noting how some shoes took hold and 
others failed, Mr. Williams started thinking about what 
constituted a good shoe from a style angle. Profiting 
by others’ mistakes, he gradually established a working 
plan which, joined with his natural style instinct, has 
made him a nationally known figure in the style world. 

Several “firsts” which Mr. Williams developed be- 
came popular over the country after their sponsorship 
by him. Needing a new oxford type, Mr. Williams 
inquired of several manufacturers but could find noth- 
ing suitable. One manufacturer had several pairs of a 





new gore pump which had been left on his hands. Not- 
ing possibilities in this shoe, Mr. Williams experi- 
mented with it by ripping out the gore and punching 
three sets of eyelets on the forepart and lacing it with 
a bit of ribbon. This shoe, made in every conceivable 
material, sold to the extent of more than 25,000 pairs 
in the following three years. 

A mesh pump, which he liked and bought, was polite- 
ly disliked by the other men in the department. Dis- 
played on a front table in the store, it immediately 
took hold, one woman buying several pairs the first 
morning, and it swept the country with its popularity. 

On sandals, Mr. Williams has had unusual success. 
Noting the success of the Capri Sandal which was so 
popular in this country several years ago, he wondered 
about the sales possibility of a shoe of this type when 
made in several patterns. He put in two sandal num- 
bers which sold out so fast that his reorders were for 
four numbers. Since that time Mr. Williams has been 
a firm believer in the promotion of an open-toe and 
open-heel shoe, even when he was laughed down at a 
style conference for stating that there was a big and 
immediate market for this type of footwear. 

Asked how the open-toe shoe would affect the closed 
Winter types in size, he stated that the only effect would 
be a grading-up in size on the Winter shoes. 

The increased demand of women for comfort as well 
as style has led him to believe that low heels, from 14 
to 16 eights, should be developed in graceful shoes. 

“A good style shoe,” he says, “is not a one-season 
seller but one that will carry over for two, three, four 
and even five years.” 


His new shoe salon opens Sept. 15th. 
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o for water-resisting performance 
e for excellent quality 

o for fine wear and fine looks 
6 for its beautiful shine and break 


CRESCO CALF 


For more than 20 years we have 
sold GRESGCO GALF to the manufac- 
turers of men’s shoes. It has been 
tried and approved as the one calf 
leather that fulfills every claim 
made for it. Witness the fact that 








' leading manufacturers are cutting it 
in increasing quantities every year. 


CRESCO CALF is made also in light weights for women’s shoes. 


CREESE & COOK COMPANY 


95 SOUTH STREET, BOSTON 
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STEWART & POTTER COMPANY, BROOKLYN, NEW YORK 


STYLE — SERVICE — FIT 


are indispensable factors in Last Making. For 





over fifty years, Stewart and Potter Company 
have maintained an acknowledged leader- 
ship in this art. 

Leading Shoe Manufacturers and Retailers 
know that shoes made over these lasts are 


foot fitters and always properly styled. 





THE LAST WORD 


UNITED 








UNITED LAST COMPANY 


140 FEDERAL STREET, BOSTON, MASS. 
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SERVICE 


REGIONAL 
IN 


The individual and collective experience and 


facilities of these manufacturing units 


are constantly available to the Shoe Industry 


FITZ BROS. CO. 
AUBURN, MAINE 


f. W. GARDINER CO. 


LYNN, MASS. 


UNITED LAST CO. 
BROCKTON, MASS. 


STEWART & POTTER CO. 


BROOKLYN, N. Y. 


THE LAST WORD 


UNITED 


EMPIRE LAST WORKS 
ROCHESTER, N.Y 
KRENTLER BROS. CO. 
ST. LOUIS, MO. 
KRENTLER BROS. CO. 
MILWAUKEE, WIS. 
UNITED LAST CO., LTD. 
MONTREAL, P Q. 


UNITED LAST COMPANY 


140 FEDERAL STREET, BOSTON, MASSACHUSETTS 
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JAMES D. McKENZIE 


eB) AMES D. McKENZIE, selling shoes in Hartford, 
Conn., at the Leopold Morse store, made the headlines 
in the town’s newspapers upon his recent arrival back 
in town after an extended stay as a manager of a store 
in New York City. They spoke of him as a “crafts- 
man,” a word seldom applied to shoe salesmen in 
news notes, and proceeded to tell why. It was because 
as Mr. McKenzie puts it, he learned not only how to 
sell shoes but to make them. 

“In Aberdeen, Scotland,” said he, “I spent five years, 
from the age of 14 on, learning the actual construction of 
shoes. I’d have been at it yet only the war in which 
I saw service incapacitated me for such laborious work. 
So I went into the selling end, first in Glasgow, then 
back in Aberdeen and finally in the United States at 
John Wanamaker’s in New York. From there to Hart- 
ford, selling French, Shriner and Urner shoes and no 
others from then to now.” 

After his-latest migration to New York, Mr. McKen- 
zie was brought back to Hartford because of customer 
demand. That was possible to ascertain partly because 
the Leopold Morse store keeps a detailed catalogue 
record of customers. Twice yearly said customers are 
solicited by mail. On those occasions people dropped 
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KNOW YOUR SHOES AND 


YOU CAN 


SELL THEM 


How Experience Gained in a 
Factory in Seotland Helped 
Hartford Shoe Man Serve His 


Customers More Intelligently 


in to look over stock, but not finding the familiar face 
and personality of a salesman who knew not only— 
from record—their size, but—from memory—their 
tastes and names, sent written inquiries about the man 
who had attended to their needs so intelligently. So 
Mr. McKenzie was asked to return to Hartford, which he 
wanted to do anyway, since he had not only built up 
a following in business but was also prominent in Con- 
necticut’s sports, being president of the Soccer Asso- 
ciation which he had been instrumental in organizing. 

“After all,” says Mr. McKenzie, “most men find life 
is so fast and furious that it is a relief to sit down, hold 
out your foot and have a salesman who remembers fine 
points about your tastes, as well as your exact size, fit 
you easily without discussion and effort. The foot does 
not change in size after maturity and so fitting from 
record and memory has proved highly satisfactory for 
me. My trade say that buying shoes thus, is as easy as 
falling off a log, and much pleasanter. That is why 
they were disturbed when they had to trouble to ex- 
plain their tastes all over again to someone new. I 
suppose, after a fashion, they had grown a little lazy. 
Anyway thanks to that, I am back in town where J 
know people and where they know me.” 
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Sitting in on a serious game of straight poker, if 
you had 4 aces the chances are you'd be in at the 
pay off. But it’s equally certain that no other 
player could beat you out by claiming something 
“just as good”—you would collect on sure-fire, 
a-number-1, ace-high value. 


Kangaroo’s 4 characteristics have a man appeal 
that has brought sales success to smart shoe stores 
in every State in the Union; characteristics that 
rank ace-high with customers. (1) Kangaroo is 
17% stronger, weight for weight, than any other 
leather tanned. (2) It is a lightweight leather, 


strong without being a drag on the wearer. 
(3) It is soft and pliable, a real comfort leather 
for tired or busy feet. (4) It has a tight, even 
grain that takes a brilliant, lustrous polish.*** 


Successful retail dealers have found it profitable 
to deliver these qualities, to firmly refuse second 
rate leathers that are kangaroo in name only. Be 
smart! Sit in the game with a stock of men’s 
street and dress shoes of genuine Kangaroo. 
“Kangaroo horse,” “kangaroo sides,” and “kan- 
garoo calf” are “kangaroo” in name only — 
nothing but genuine Kangaroo gives you all 4 aces. 


*** P. S, Kangaroo also gives retailers the opportunity for new and different, smashing, attention-getting advertising in 
the story of the strange animal from which this leather comes. 


KANGAROO - 


TANNED 
IN 


AMERICA 


SURPASS LEATHER CO. PHILADELPHIA 
RICHARD YOUNG CO. newyork 
ZIEGEL EISMAN CO. osion 
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Leonard Schaden Promoted 


and Promotes Activities at 
Eagle-Ottawa Tannery 


Towns 


An example of employee good-will, 
The Eagle Ottawa Girls’ Basketball 
Team, all members of the officé and 
tannery staff. This is one of Mr. 
Schaden’s pet projects. He is shown 
at the left of the photograph in his 
capacity as manager of the team. 


Social Enterprises Encourage Workers 


AT a banquet at the Spring Lake Country Club, Michi- 
gan, President Julian Hatton announced that the board 
of directors of the Eagle-Ottawa Leather Company of 
Grandhaven and Whitehall, Mich., had appointed Leon- 
ard Schaden as sales manager of the shoe upper leather 
division at the Whitehall tannery. Stanley C. Suther- 
land was named vice-president in charge of manufac- 
turing. The applause of the gathering at the gala ban- 
quet was token of the friendship of Mr. Schaden and 
Mr. Sutherland with the workers and executives of the 
tanneries. The announcement came as a surprise to Mr. 
Schaden, for he has been connected with the Eagle-Ot- 
tawa Leather Company only since September, 1932. 

Mr. Schaden has contributed much to employee good- 
will, for he has had much to do with the social enter- 
prises developed in both these tanning towns. In these 
past four years, two large auditoriums have been built. 
combining gymnasium and social hall together with 
club room at Grandhaven and Whitehall. These build- 
ings would be a credit to any big city or state college 
and serve a splendid purpose in community life. 

President Julian Hatton has had the cooperation of 
Leonard Schaden in making these social enterprises ac- 
ceptable to the workers, their families, guests and 
friends. There is no intent on the part of the company 
to dominate or direct the activities, for the athletic 
events are entirely under the management of the tannery 
workers. It is obvious that such social enterprises play 
a part in the better spirit of the tanneries and incidental- 
ly the betterment of the product. There is no feeling of 
paternalism in the projects, because athletic contests, 
meetings, socials, etc., are optional with the workers. 

It won’t be long now before the basketball season is 


here again and we picture the famous basketball team 
that is under Leonard Schaden’s management. The 
young ladies work in the offices and tanneries of the 
Eagle-Ottawa Leather Company. 

In the “Tanbarker,” A Bi-Weekly Newspaper, Writ- 
ten by and for the Employees of the Eagle-Ottawa 
Leather Company, the following appears: 

“Leonard Schaden was born Aug. 21, 1880, in Spring 
Wells, today known as Dearborn, Mich., next door to 
the Henry Ford family. Until he was 16 years of age he 
worked on a farm and received his education in the 

[TURN TO PAGE 41, PLEASE] 


LEONARD SCHADEN 














White sho, 


€s to be dyed 
d winter 





hinola dyes Up on 
your counter, 


with the Powerful 
advertising behind them 


- And watch those 
ttles move off the Shelves! 


























Pedists to Convene in New York 


NEW YorK—The twenty-fifth annual 
convention of the National Associa- 
tion of Chiropodists-Podiatrists will be 
held at the Hotel Pennsylvania, New 
York City, the week of September 6. 

The podiatrists conventions are con- 
ducted exclusively for the edification 
of the foot profession, and at every 
such meeting shoes and shoe fitting 
come in for a liberal discussion. 

This year’s scientific program will be 
held in the clinics of New York hospi- 
tals and at The First Institute of 
Podiatry. 

The scientific program opens on 
Tuesday, September 8, at 10.15 a. m., 
with an address on Foot Care of Chil- 
dren in the Public Schools by Dr. Jos- 
eph Lelyveld, Rockland, Mass., director 
of the National Foot Health Council. 
This will be followed by an address on 
New Drugs in Podiatry by Dr. Harry 
L. Goldwag, New York City. On Tues- 
day morning a clinic will also be held 
on Dermatologic Foot Lesions and will 
be directed by Doctors A. H. and R. M. 
Montgomery and staff of New York. 
On Tuesday afternoon there will be a 
demonstration of apparatus and phys- 
ica] therapy applicable in the treat- 
ment of feet by Norman D. Titus, 
M.D., and assistants, New York. 

The Wednesday morning program 
will feature sections in Practical 
Podiatry in the Grand Ballroom and 
adjoining rooms of the Hotel Pennsyl- 
vania. These sections will be divided 
as follows: 

Section A. Minor Foot Surgery, by 
Dr. Carl Hertz, New York. 

Section B. Minor Foot Surgery, by 
Dr. Max Chused, N. Y., and Dr. Ernest 
Martucci, Philadelphia, Pa. 

Section C. Corrective Pads and Ap- 
pliances, by Dr. Paul O. Koehler, Louis- 
ville, Ky. 

Section D. Scientific Principles of 
Shielding, by Dr. Theodore Benedict, 
Stamford, Conn. 

Section E. Massage and Stretching 
of the Foot and Leg, Doctors Mark 
Bailey and Myron Jackson, New York. 

Section F. Orthopedic Pads, Ap- 
pliances, and other Braces, Dr. Otto N. 
Schuster, New York City. 

Section G. Orthopedic Strappings 
and Bandages, by Dr. George A. Smith, 
Hempstead, N. Y. 

Section H, Pitfalls in Plaster Cast 
Making, by Dr. Fred W. Schmidt, 
Brooklyn, N. Y. 

Section I. Positive Casts and Plate 
Correction, by Prof. Richard Schuster, 
New York City. 

The Thursday and Friday morning 
programs are to be held at hospitals 
and clinics and will feature foot dis- 
eases and physical ailments involving 
the feet, and general health. 

On Thursday afternoon there will be 
lectures and demonstrations on the 
New Methods in Diagnosis of Foot 
Lesions by Joseph Alexander, M.D., 
and moving picture demonstrations of 

(TURN TO PAGE 58, PLEASE] 
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Period Pictures, Period Fashions 
ee-- And Period Shoes 


[CONTINUED FROM PAGE 15] 


lection of tongue shoes their “Modern 
Elizabethans.” 

And there will be many more such 
mentions of historic background in 
Fall and Winter shoe promotions. 

Most of the historic models from 
which these modern shoes can claim 
descent are men’s shoes. Women’s feet 
were so unimportant beneath their long 
skirts through the centuries that there 
is little inspiration to be found in 
feminine footwear. We must look to 
the shoes of the Romeos, the Eliza- 
bethan gentlemen and the Directoire 
dandies for design data. The exception 
to this rule is the little slipper that 
stepped out of slit skirts in Directoire 
times. Look this up and you will find 
that ribbon laces, crossed over the in- 
step and sometimes bound around the 
ankle, were the order of the day. And 
the very newest evening slippers show 


this influence. We saw a collection the 
other day that play around with many 
variations of crossed ribbon-like bands 
and ankle straps—in the manner of 
the French evening slipper shown in 
the photograph. Slippers of this type 
have a decided Directoire flavor, a very 
charming, feminine look, and they fit 
beautifully into the fashion picture. 

So the moral of our tale is this: 
First tie up the high-front shoes you 
now have in-stock with the period fash- 
ions that have come out of Paris and 
which are being stressed in these three 
costume pictures. Stills from these 
films are a natural for your window 
and counter displays. 

And second, watch out for the spe- 
cial Directoire type we have described. 
With its cross-laced effect, this shce 
offers a fresh styling theme for Winter 
evening slippers. 





New Baker's Store Opened 


Dayton, On10—Baker’s Shoe Store, 
one of 96. similar stores in principal 
cities throughout the United States, 
was opened at 35 South Main street, 
this city, on August 15. H. L. Schultz, 
formerly manager of one of the com- 
pany’s Cincinnati stores, is in charge. 

L. D. Everett, supervisor of Baker 
stores in this district, was in charge 
of the installation of the new store. 
Irving Edison, vice-president in charge 
of sales, was also here for the opening 
during which ladies’ zipper airplane 
bags were given away free with each 
purchase of $2.75 and $3.60 shoes. 

The new store will employ 32 resi- 
dents of this city. The store room has 
been completely remodeled and air-con- 
ditioned. 


Schiff Co. Raises Dividends 


CoLUMBUS, OHIO—Common stock of 
the Schiff Co., chain shoe store opera- 
tors with headquarters in Columbus, 
was placed on a $3.00 annual basis at 
a recent meeting of the board of direc- 
tors, it was announced today by Edwin 
E. Schiff, secretary of the company. 

As a result of the board’s action, the 
regular quarterly dividend on common 
stock has been raised from 50 cents to 
75 cents, payable Sept. 15 to holders as 
of record August 31. The regular 
quarterly payment of $1.75 on the com- 
pany’s preferred stock was also de- 
clared by the board payable on the 
same dates. 

The total disbursement will amount 
to approximately $88,561.50 with $14,- 
311.50 payable to holders of 8,178 
shares of the firm’s preferred stock and 
$74,250.00 on the 99,000 shares of com- 
mon stock outstanding. 





Elliott Lamontagne Now 


in Auto Business 


MERIDEN, CoNN.— Elliott Lamon- 
tagne, whose 19 years on the road for 
the Menihan Co. and other shoe manu- 
facturers gave him an acquaintance 
with the shoe trade throughout the 
United States, is now one of the larg- 
est automobile dealers in this section of 
Connecticut. He is head of Budd 
Motors, Inc., Ford agency in this city 
and Wallingford, and is secretary and 
treasurer of the Meriden Automobile 
Dealers’ Association. 





Fall Opening in Des Moines 


Des Mornes, IJowa—Des Moines shoe 
stores have ended a very satisfactory 
Summer sales season with practically 
everything in the Spring and Summer 
lines closed out and window displays 
are all featuring the new Fall lines. 

In the Walkover Boot Shop, 614 Wal- 
nut Street, the displays show suedes 
and fabrics dominating, with brown 
and black the favorite colors. Both 
colors are selling equally well with 
step-in pumps and straps styles leading 
in sales. Both suedes and fabrics usual- 
ly have some trimming of leather, The 
short vamp with medium heel is a pop- 
ular seller. A few greens in both fabrics 
and suedes are displayed. 





Opens With New Fall Line 


Tampa, FLta—E. H. Schultz, man- 
ager of Burt’s new shoe store here, 
returned recently from the St. Louis 
markets with a complete new line of 
footwear to introduce to the local trade 
at the store’s formal opening which 
was held a few days ago. 
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Fairy Forms. 


Northampton 
England 


Melbourne, Australia 


Have You Fairy Forms in 
Your Shoes? 


They tell a strong sales story when they’re 
inside your displayed shoes. Your display will 
speak trimly, smartly, smoothly, when using 


For Fairy Forms are the most exacting 
forms devised. They are as micromatically 
exact as the last on which your shoes were built. 
Without Fairy Forms, shoes appear strained 
and without proportion. Insert a Fairy Form. 
The change is startling. A new beauty of line, 
a definite, attractive contour. The original 
lines and shape assume new grace. They’ll 
bring new life to your tired display. 


SHOE FORM CO., Inc. 
AUBURN, N. Y. 


Manufacturing Branches 


United Last Co., Ltd., Montreal, Canada 





Frankfort 
Germany 


Mexico City, 


Paris 


France 


Mexico 








found, not only in Baltimore but 
throughout the country. In planning and 
designing the department over which he 
presides, Mr. Schenthal had visited the 
shoe shops and shoe departments in the 
leading cities of the country. He noted 
all the fine points in all. However, he 
was not content with those, nor with 
the original blueprints of the designing 
architect. He incorporated ideas over 
which he had dwelt time and time 
again, and when the job was completed 
everyone was forced to exclaim that it 
was a job well done. 

In designing the shoe salon, Mr. 
Schenthal took into consideration the 
comfort of the patronizing public, and 
that is why deep-cushioned lounges 
along the walls were installed, deep- 
cushioned settees were placed at van- 
tage points in the department proper 
and deep-cushioned chairs were taste- 
fully arranged, and that is why a color 
scheme of soft tones was employed; the 
lighting system installed in the ceiling 
to eliminate glare and conform with the 
softness conveyed by the color scheme, 
and also that is why anything like an 
eyesore was removed. Customers, espe- 
cially feminine customers, do not have 
complete comfort and relaxation in 
purchasing their footwear if their 
nerves are affected by harsh contrast- 


Good Shoes Deserve Good Stores 


[CONTINUED FROM PAGE 17] 


ing colors in the establishment or de- 
partment by glaring lights that are 
very annoying or seats that are any- 
thing but comfortable. That is why 
Mr. Schenthal had installed comfort- 
able lounges, settees, chairs, soft-tone 
color scheme, indirect ceiling lighting 
system, etc. 

One has really to visit the depart- 
ment to appreciate its beauty, etc., and 
one really has to borrow from the 
movie industry its wealth of superla- 
tive adjectives, such as colossal, stu- 
pendous, marvelous, etc., to adequately 
express in words the distinctive contri- 
bution to the retail shoe field that has 
been made by the new Hochschild, Kohn 
& Co. shoe salon. 

In its designing Mr. Schenthal has 
placed 38 years of shoe shop observa- 
tion, 38 years of shoe merchandising 
experience. 

The seating capacity calls for taking 
care of 180 customers, a much larger 
number than was possible in the former 
shoe shop of this department store. 
The complete comfort and relaxation 
offered by the lounges, settees and 
chairs makes it a pleasure to be served 
in this department and customers do 
not mind waiting for service. The 
chairs are of ash-rose, with the same 
color combination carried out in the 









lounges along the wall and settees on 
the floor. Footrests in the same color 
scheme also have been installed. The 
footrests have chromium supports. 

A similar color scheme is carried out 
in the deep-tufted floor covering that 
makes walking a distinct pleasure. Sev- 
eral attractive floor show or display 
cases are scattered throughout the de- 
partment, all to the front. These have 
wooden base with glass tops, so that 
the footwear, buckles, etc., displayed 
can be readily seen and thus prove ef- 
fective in that it attracts the attention 
of the customers and stimulates busi- 
ness in the items shown. 

A number of combination display 
cabinets with mirrors at. longitudinal 
ends that afford a quarter showing, in- 
cluding the footwear, hosiery and part 
of costume, have been installed. These 
combination cabinets and mirrors have 
been supplemented with two full-length 
mirrors, located about the middle of 
one side of the shop. The combination 
display cabinets and mirrors permit 
the displaying of footwear on top of 
the cabinets. 

Well-arranged wall displays, as is to 
be noted, have been placed around the 
entire department. These permit the 
showing of the newest and latest in all 

(TURN TO PAGE 51, PLEASE]. 
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IS THE DOUGLAS KEYNOTE! 


® Do you want to wipe out sales resistance? Do you 










favor increased turnover? Then cast your vote for the 
Douglas Fall line! 
© Here is the smartest line that Douglas has offered 













. a complete range of in-stock styles . . . built 





on perfect-fitting lasts . . . and made on the 
famous Douglas All-Leather Standard. 






© Six decades of quality... backed by national 






advertising in magazines and leading news- 










papers ... make the Douglas name the 





best known trade-mark in the shoe busi- 





ness today. . . . Douglas pledges contin- 






uance of this quality and advertising 







. to speed up turnover. 
® Popularly priced at $4, $5 and up 
. they fit today’s budgets and 
speed up sales. ...An increased 


mark-up means greater profits 



















for Douglas dealers. There 







may be an exclusive franchise 





in your district . . . write 






for Fall catalog today. 





1876—Sixty years of progress —1936 


w. L. DOUGLAS SHOES 


@ 299 Broadway, New York—BROCKTON, MASS.—Lankershim Hotel, Los Angeles 
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Autumn Window Cards And Tickets 
Now In-Stock—They Will Attract 
























Customers To Your Shoe Displays 


DISPLAY CARD SAMPLES, HARMONIZING TICKETS 
and SELLING MESSAGES SENT ON REQUEST 





Appropriate oak-leaf design in 
autumn shades of orange, 
ron eae 14 snappy and informative selling messages 
each month for men's, women's, children's shoes, 
women's hosiery. store service, fitting, quality, styles. 


Single cards, 60c each—without text, 35¢ each 


ATTRACTIVE HAND LETTERED PRICE TICKETS 


In popular denominations and blank. Samples of in-stock 
tickets available. 


WITHOUT STORE NAME: 6 dozen, $1.10—12 dozen, $2.00 
WITH STORE NAME: 100 tickets, $3.00—200, $6.00 


— 
EERE SE een 


MERCHANDISING AIDS 


Polly Clips 
Pouy Cup for Price pte Rigs 5 arlangy 22 
: Tilt at any angle. Bronze for 
for Price Tickets dark leathers. Nickel-plated to 
avoid rust effects from white 
leather tannage. 
Yo gross .............. $2.25 . Y J 
PON 5085 ia ER $4.00 


Polly Shoe Holder RECOROER 
To display arch, branded, and 














CARD HOLDERS 
Ovel base—burnished gold— 

































































three-color trim. These modern- fibre-sole shoes. Always re- segeeean 
istic holders take any size card, pgs a a macs 
end harmonize with the finest 'doten........, $300. | [Meneame 
window display fixtures. 
ia lei ict eal sonar we Record Sze... 
}: for shoe cartons. Cyclone clips Price............ 
& Soe included: 
A “Hover, i000 22 fags | eee ewane 
Pet. Pending 
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FEATURE POINTERS 


precisely point out in-built values. These 
ARROWS are obtainable in two combina- 
tions: corn with green border, or buff with 
green border. Choice of forty selling phrases, 
or blanks. 


12 dozen (printed or blank) 
6 " ry ” “ 























(Cross out 


We wish IMPRINTED TICKETS @ 35¢ per fifty, in following 


quantities and denominations: 


eee e mews woes ee wecerseseconses 


SERVICE 


ANNUAL DISPLAY CARD 
SERVICE INCLUDES 


EXCLUSIVE FRANCHISE with annual card service to one merchant in an 
average size town, suburb or city shopping center. 


STORE WINDOW BULLETIN supplies merchandising and display suggestions 
each month. 


SPECIAL CARDS, with wording as wanted; or, duplicate stock cards for your 
other window—gratis. 
EXCHANGE OF CARDS: Annual card service subscribers may exchange any 


cards received for others of the current month, whose text better covers 
their merchandising program. 


PRICE TICKETS: Blank tickets, harmonizing with the current month's cards, 
supplied free. 


IMPRINTED PRICE TICKETS with prices as wanted, to assure well blended 
trim, are 35c per fifty, additional. 


CARD 





SHOW 
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lines not carried.) 
STORE NAME 


for 


For 


cash in advance, full year’s 





SERVICE | MONTHLY HOLDERS Tickers 





subscribers 


must be drawn on U. S. 


Ne. | 6 100 


I 
we 
=) 
z 
Zz 
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per year, payable 





- per month. 
card holders. 


foreign 
month additional 


each month’s service deliv- 


Ne. 3 





For this service we will pay 
service, 5% discount. Checks 
banks, or include exchange. 
If for any unforeseen reason 
we wish to discontinue ser- 
vice before expiration of or- 
der, we agree to pay $1.00 
ered, and agree to return the 


$5.00 

Ne. 2 4.00 4 100 
3.00 
2.28 


from 
per 


Ne. 4 




















FOR 











MERCHANTS SERVIC EPARTMENT 


7 ? 
_,@ FOR ITSELF + IN Or 
Yer INCREASED BUSINESS BOOT & SHC 


/ Mi a (ov fr" Novo! 209 S°S | TE ST) CHICAGO-ILL: 


Cheek, with order, please, unless C.0.D. preferred 




















AUGUST, 

--» consisting of 

<i - card holders (with 
the first month’s service), 
. IMPRINTED 


TICKETS, at 35¢ per fifty, 


95 





additional. 























“S$”: Brown, tau “Mm” Rust pennant, 

and yellow — on Goldenrod yellow 

tan mottled board. stripes on cream 
background. sign. 


P.ease enter our order for the 
Recorder ‘Selling Messages,” 
beginning with 

blank tickets each month, 


continuing monthly for one 
year, for Card Service 


COUPON 


Size: 14" x 2%"—Prices on opposite page. 
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IF YOU ARE READY TO 


CLIMB 


HERE’S AN OPPORTUNITY! 





The J. C. Penney Company is a ladder up which 
many men have climbed to security and success. 
There are almost 1500 Penney stores now, located 
in every state, all managed by men who started as 
salesmen behind the counters of Penney stores. 


The J. C. Penney Company is an organization of 
men, not just a chain of stores. It has been built by 
the collective achievement of many individuals. 
Right now we have a number of openings, in various 
sections of the country, for young men who are 
ready to contribute to that achievement. 


ARE YOU THE MAN WE ARE LOOKING FOR? 


@ He is between 22 and 30 years of age. 
@ He is thoroughly experienced in the retail 
selling of wearing apparel, domestics, or shoes. 
@ He is in good health and good spirits. 
@ People usually like him, work with him easily. 
@ He is not afraid of hard work at any job. 
@ He has creative ideas, and cancarry them out. 


IF YOU ARE THIS MAN, WRITE AT ONCE! 


Writea letter giving us your background and business experience. 
Address your letter to MR. J. D. KEYES, Room 1711, The 
J.C. Menney Company, Inc., 330 West 34th St., New York City. 


J. C. PENNEY CO., INC. 


A 
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N.S.R.A. Offers Members 
Robinson-Patman Act Booklet 


New YorkK—“The far-reaching ef- 
fects of the Robinson-Patman Price 
Discrimination Law are being dis- 
cussed by representative groups in 
practically every industry,” says the 
National Shoe Retailers’ Association 
in a bulletin to its members, over the 
signature of Manager L. E. Langston. 

“We have attended numerous con- 
ferences and read various opinions con- 
cerning the intent, purpose and possi- 
ble effects of this new law, but because 
of so many conflicting views, it is al- 
most impossible for anyone to state 
with any degree of certainty, what the 
general effects of this act may be when 
applied to any particlar industry. 

“We are advised that the Federal 
Trade Commission has decided not to 
issue any regulations under the Act, 
neither will it give ‘advisory opinions’ 
as to whether specific activities are 
illegal, until controversial provisions 
are cleared up through commission rul- 
ings in individual cases or through 
court tests. 

“*What Manufacturers Should Know 
About the New Robinson-Patman Act’ 
—published by the Institute of Distri- 
bution, Inc., in which they present a 
very useful and suggestive memoran- 
dum in connection with the Act—pre- 
pared by Dr. Nathan Isaacs, Professor 
of Business Law, the Harvard Gradu- 
ate School of Business Administration 
—is believed to be one of the clearest 
and best analysis presented up to this 
time.” 

The association offers to furnish this 
little booklet to members upon request 
addressed to association headquarters, 
274 Madison Avenue, New York, as 
part of its membership service. 


Shoe Men Bat Out 
Baseball Victory 


PORTLAND, ORB.—The Reliable Shoe 
Store of this city, as reliable on the 
diamond as in the store, made the 
grandstands go wild last Sunday as 
they broke out into heavy hitting per- 
iod in the seventh and eighth innings 
and scored 12 runs to come up from 
behind, and take the City League fea- ‘ 
ture from Ye Olde Timers, by a final 
score of 15 to 6. 


Joe Parker Opens Seattle Store 


SEATTLE, WasH.—“Joe” Parker, well 
known in the shoe trade of Seattle, 
has just opened his smart new shoe 
store for men in the ground floor of 
the Hotel Savoy at 1212 Second Ave- 
nue, this city. As a special token of 
goodwill, he gave hose to all customers 
at the “grand opening” of this new 
store. He features a wide variety of 
men’s shoes in the price brackets of 
four and five dollars. 
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The Step-Child Department 
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stock, but also doing most of the sell- 
ing as well. “We older and smarter 
folk just haven’t the time to fuss with 
it,” seems to be the general, though 
unexpressed, attitude. Where the trea- 
sure is, lies there the real heart interest, 
and once we catch a vision of the satis- 
faction and profit possibilities of a well- 
conducted children’s department, the 
major part of our problem. will be 
solved. 

What about these folks who want 
better shoes? Well, we don’t think 
they are so hard to satisfy. If you 
check up on the stores that are doing 
a good job in the higher priced bracket, 
you will find the bulk of this business 
is on one basic type of footwear, pat- 
terns in which there is little style 
change, in two or three staple leathers 
in about four colors. 

Now about the mothers that buy 
these shoes. Of course, they “kick” 
about the prices. It is chronic with 
them. “Why I just can’t understand 
why I have to pay so much for Mary’s 
shoes, and she can never be fitted in 
pretty styles, like the other little girls 
wear!” Pay no attention to her com- 
plaint. She is really proud that Mary’s 
feet are different. Women just love to 
be martyrs to this kind of thing. They 
tell the same story every time, but 
they buy, and your cue is to be patient 
with them, sympathetic, and sell them 
a small, well-balanced stock with sizes 
kept intact at all times. This will do 
the trick. 

How about the folks who sing like 
the birdies sing, “Cheap, Cheap,” when 
the demand for low-priced merchandise 
swept over the country. (Was it a 
demand? Or did we just get panicky 
and step out and show the folks how 
cheap really good shoes could be sold 
without a profit.) The children’s busi- 
ness was the hardest hit of all. It 
seemed like you couldn’t get prices low 
enough, but that condition has changed 
or at least is vastly improved. 

Most women who handle the family 
budget are good buyers. It didn’t take 
them long to find out that shoes so 
poorly constructed that wrinkled lin- 
ings caused blistered heels and toes, 
shoes that ripped and broke out, soles 
that had to be replaced in a few weeks 
are a poor investment, no matter what 
the price. This large group of mother 
buyers is ready to pay a fair price for 
quality shoes. 

It seems as though we must have all. 
become rather discouraged about the 
children’s shoe business and said, “Oh, 
well, it don’t amount to anything much 
with me, anyway.” Not a very com- 
mendable attitude but a very human 
one. It is just natural for us not to 
worry much about the stepchild who 

gets into trouble. 

Manufacturers could help a lot if 
they would do like one smart women’s 
factory is doing. Simply this, bring 


to the dealer a proposition that he can 
visualize, present a selected group of 
styles, size schedule, investment, mark- 
up, turn-over, and profit chart. A 
merchant could then see just what the 
possibilities are. Manufacturers could 
and should be: making it their job to 
help the merchant build for a bigger 
and better kind of children’s business. 

But he will have to do more than 
just send out a salesman with a grip 
of samples to call on the trade. He 
will have to present a real program of 
progress, just as the merchant will 
have to do a more intelligent job of 
selling once the shores are on his 
shelves, 

We happen to be living for the pres- 
ent right in the heart of the drought 
area. We have three large apple trees; 
because of the heat, the apples began 
falling from the tree before they had 
fully matured. Now we don’t know 
much about trees, but we learned 
something, first, that they would need 
a lot of moisture, and second that trees 
have two kinds of roots, main or tap 
roots, and the small or feeder roots 
that stretch out and cover a much 
larger territory. Both kind of roots 
need plenty of moisture if the tree is 
to be kept healthy. 

Now the men’s and women’s business 
may be the tap roots of your store, but 
do not neglect the feeder roots of the 
children’s trade. They need some atten- 
tion, too, if your business tree is to 
produce a profitable crop. 

We study the art or rather the 
achievement of good merchandising, 
but we often forget the one essential, 
the one factor that requires no school- 
ing, the factor that comes without the 
cost of money. Desire is the word; the 
things that we really and truly honest- 
ly want to do are usually the things 
we accomplish, because when our hearts 
are concerned, we are willing to 
pay the price. We can enjoy the plea- 
sure and profit of a successful chil- 
dren’s business if our heart interest is 
in the game. 

The children can be made the strong- 
est link in the chain that connects your 
store with the vital source of your 
business, the hundreds of homes in 
your community. 





Bailey Boot Shop to Move 


MIAMI, Fta.—The Sam Bailey Boot 
Shop, which has been loceted at 202 E. 
Flagler Street for a number of years, 
is to make a change. The Walgreen 
Drug Company is preparing to erect 
a large building on the site now occu- 
pied by the Boot Shop, so Mr. Bailey 
was forced to seek new quarters. His 
new shop, which will be at 267 E. 
Flagler Street, will be one of the finest 
in the south. 





Social Enterprises 
Encourage Workers 
[CONTINUED FROM PAGE 32] 


country schools. At that age he start- 
ed as errand boy for the Pingree & 
Smith Shoe Manufacturing Co., manu- 
facturers of men’s, women’s and chil- 
dren’s shoes. The president of this firm, 
H. S. Pingree, also was Mayor of De- 
troit and later Governor of Michigan. 
Leonard worked for this firm 18 years, 
gradually assuming more responsibility, 
until, during the last five years of his 
service, he was superintendent. 

“In 1914 the firm of F. C. Pingree 
Sons was organized to manufacture 
men’s shoes. He spent ten years with 
this concern in the capacity of vice- 
president and general manager. This 
company was sold to the Witchell- 
Shields Company of Windsor, Ontario, 
Canada, in 1924 and he then entered 
the service of Carl E. Schmidt to assist 
in the promotion of sales. In four 
months he became sales manager, which 
position he held for eight years, until 
the company was liquidated. During 
his career with Car] Schmidt he trav- 
eled all over the United States. 

“In September, 1932, he came to 
Eagle-Ottawa. Since he came to White- 
hall he has taken an active interest in 
community affairs. He has served two 
terms on the athletic board, and at pres- 
ent is staff photographer for ‘The Tan- 
barker,’ and is also general manager of 
the girl’s basketball team. Aside from 
his business career he has made a name 
for himself in the athletic world. In 
1924 he was bowling champion of the 
city of Detroit. His chief hobbies are 
skating and photography, and he is in- 
terested in all forms of recreation.” 


Newspapers Cooperate in 
Fall Shoe Opening 


PITTSBURGH, Pa.—The Fall shoe sea- 
son got under way here with a bang, 
local newspapers lending their full- 
hearted support to the campaign 
mapped by the retailers. On Sunday, 
the Pittsburgh Press published a full 
page advertisement announcing 27 
different styles of ladies’ shoes which 
have just been added to the stocks in 
local stores. Each style was pictured 
and fully described. Written in large 
type were the following thoughts: 
“Fall in step with fashion. See in 
Pittsburgh stores the recently arrived 
collections of footwear for Fall and 
enjoy the thrill of knowing how original 
the new Shoe Fashions are.” 

Each of the three daily papers em- 
ploys a lady shoe expert who is on the 
job in the office answering calls of pros- 
pective customers and describing to 
them the latest styles on hand in local 
stores and where the new fashions are 
available. 

Shoe merchants here have found the 
service a definite business stimulant 
and a welcome “middleman” between 
the customers and the shoe store. 
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NATIONAL NEWS 








Conference Committees Appointed 





Chairmen and Personnel for Style Meeting, to Be Held in New York, 
September 14 and 15, Announced by N.S.R.A. 


New York—The Arrangements Com- 
mittee for the semi-annual Style Con- 
ference under the direction of the Na- 
tional Shoe Retailers Association in 
conjunction with the Opening Showing 
of American Leathers for Spring and 
Summer, 1937, by the Tanners’ Council 
of America on September 14 and 15 at 
Waldorf Astoria Hotel, New York City, 
has announced the following committee 
appointments: 

L. E. Langston, manager National 
Shoe Retailers Association, to be gen- 
eral chairman. 

F. Paul Riley, executive manager 
Walk-Over Retail Stores, New York 
City, chairman Women’s Style Com- 
mittee. 

Ernest J. Smith, buyer and manager 
of men’s shoe department, John Wana- 
maker’s, New York City, chairman 
Men’s Style Committee. 

John H. Downey, buyer and manager 
men’s, women’s and children’s shoes, 
Hutzler Brothers, Inc., Baltimore, Md., 
chairman Children’s Style Committee. 

The program of addresses and pre- 
sentations will be on Monday, Septem- 
ber 14, and all Committee meetings will 
take place on Tuesday, September 15, 
in the Jade Room of the Waldorf, in- 
stead of on Monday, as formerly. 

In addition to the chairmen, the 
membership of the several Committees 
is made up as follows: 

Women’s Style Committee—S. J. 
Brouwer, Milwaukee, Wis.; Carl Burg- 
stahler, Chicago; F. H. Bush, Los 
Angeles; Thos. F. Callahan, New 
York; H. D. Chastain, Beaumont, Tex.; 
Benjamin F. Childs, Holyoke, Mass.; 
F. Arthur Clark, Chicago; Ben Cohen, 
Pittsburgh, Pa.; Ed Cohen, New York; 
Matthew Condon, Charleston, S. C.; 
J. L. Craig, Miami, Fla.; Paul W. 
Crawford, Dayton, Ohio; M. F. Cronk- 
hite, Seattle, Wash.; Herman Fisher, 
Atlantic City, N. J.; Harry E. Fontius, 
Denver, Colo.; Manuel Gerton, New 
York; Harry A. Gibson, Buffalo, N. Y.; 
Chas. Given, El Paso, Tex.; George 
Golden, Jacksonville, Fla.; Albert 


Gude, Los Angeles, Calif.; Milton G. 
Harper, Philadelphia, Pa.; Schuyler 
Harrison, East Orange, N. J.; Ned G. 
Hess, Baltimore, Md.; Harold Hoskins, 





The Fair Emblem 
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Ever since fairs began, there have been 
insignias and designs on banners indicating 
the coming Fair event. The guilds of old dis- 
played hides and skins in public places on 
which were sewn, carved, painted and em- 
bossed the seals and mottoes of the craft. 

The coming National Shoe Fair in Chicago 
steps into the traditional form of distinctive 
emblem. The center motif is the outline of 
the structure of the Palmer House, where the 
Fair is to be held; and the movement of 
men, merchants and manufacturers towards 
the building is designated. The balance of 
the shield conveys the date and place. Since 
Chairman Lape indicated that the Shoe Fair 
would have world-wide significance and in- 
vites retailers from all parts of the world to 
gather in this market place, the emblem seems 
to indicate a W_ with world-wide work 
towards progress in 1937. 





Cleveland, Ohio; T. Frank Jacques, 
Des Moines, Iowa; Nancy Haggerty, 
New York; Wm. Kaufmann, San Fran- 
cisco, Calif.; Dave Kempner, Little 
Rock, Ark.; Will Knight, Portland, 
Ore.; Paul O. Kuehn, South Bend, Ind.; 
Herman Lieber, New York; J. A. 
Lundstrom, Missoula, Mont.; V. V. 
McBryde, Detroit, Mich.; Frank A. 
McLaughlin, New York City; W. H. 
Magee, Detroit, Mich.; Owen Metzger, 
Allentown, Pa.; Joseph Michaels, New 
York; Maurice Miller, New York; Jos- 
eph Minco, New York; M. A. Mittle- 
man, Detroit, Mich:; James W. Mor- 
rissey, Springfield, Ill.; Edwin C. Orr, 
Cincinnati, Ohio; A. J. Pauly, St. 
Louis, Mo.; Fred H. Rasmussen, Cin- 
cinnati, Ohio; Amos A. Reeder, Balti- 


N.Y.S. Retailers Plan 
Dinner Meeting 


ROCHESTER, N. Y.—An innovation in 
the way of a “get-together” dinner- 
meeting of traveling shoe salesmen, 
who are associate members of the New , 
York State Shoe Retailers: Association, 
is announced for Sunday evening, Sep- 
tember 28, at the Seneca Hotel, here, 
at which time the 18th annual conven- 
tion of that organization will be in-ses- 
sion. While the salesmen will open 
their trunks and display their wares 
as early as 10 o’clock Sunday morning, 
they feel that inasmuch as they have 
to eat dinner anyway they might as 
well adopt a suggestion made by the 
association that they gather around the 
festive board in a room by themselves 
and discuss matters they have in com- 
mon, such as best dates for the state 
convention, etc. 

“September is not a selling month,” 
remarked one of the New York State 
salesmen in discussing plans for the 
dinner, “and while we go to this con- 
vention more as a matter of good will 
and to meet our friends the buyers 
rather than with any thought of selling 
many shoes, we find the retail members 
are open to suggestion that new dates 
be adopted for the future. Personally 
I will suggest either early December 
or late May, which are the dates when 
the selling season opens. And what 
is of more interest to the shoe buyers 
than to see all the new styles under 
one roof? We like the New York State 
association because it is conducted to 
help the retailer, not to make money, 
and in every way is ‘on the Jevel.’” 

A mail vote taken by the dgsociation 
indicates practically a unanimous de- 
sire for a Sunday night dinner-meeting. 
The Board of Directors will be in ses- 
sion at the same hour, and this meet- 
ing will be followed by the dinner in 
honor of President T. Arthur Cohen, 
of Albany. A delegation from New 
York led by Chairman John Slater, of 
the Board of Directors, will attend the 
convention. 





more, Md.; J. Harold Roberts, Cleve- 
land, Ohio; Howard Robinson, Kansas 
City, Mo.; J. A. Robinson, Pittsburgh, 
Pa.; Harry Rosenthal, New York; C. 
H. Runyon, Denver, Colo.; Joseph M. 
Ryan, Columbus, Ohio; Lou Sacher, 
New York; Paul Siegel, Chicago, III.; 
James Smith, Brooklyn, N. Y.; Samuel 
[TURN TO PAGE 46, PLEASE] 
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Will Discuss Distribution Problems 


Retail Trade Board Conference to Be Held in Boston on September 
28 and 29 


Boston, Mass.— The Retail Trade 
Board of the Boston Chamber of Com- 
merce has set Sept. 28 and 29 as the 
dates of its eighth Boston Conference 
on Distribution. Co-operating with 
this body in the preparation of the pro- 
gram are the Harvard University 
Graduate School of Business Admin- 
istration, the Boston University College 
of Business Administration, the Massa- 
chusetts Institute of Technology and 
others. 

Among the speakers of the two-day 
session are numbered Boake Carter, 
editorialist of the air; James O. Mc- 
Kinsey, Chairman of the Board of 
Marshall Field & Company; Henry C. 
Link of the Psychological Corporation 
of New York City; Harwood L. Childs, 
of the School of Public and Interna- 
tional Affairs of Princeton University; 
Robert A. Roos, president of Roos 
Brothers, operating men’s wear stores 
on the Pacific Coast; Paul H. Nystrom, 
Columbia University School of Busi- 
ness; Paul T. Cherington, author of 
“People’s Wants and How To Satisfy 
Them”; Q. Forrest Walker, economist 
of R. H. Macy & Co., New York City; 
Julius Klein, former Assistant Secre- 
tary of Commerce, George Burton 
Hotchkiss, Professor of Marketing, New 
York University; Wilford L. White, 
Chief of the Marketing Research Divi- 
sion of the Bureau of Foreign and Do- 
mestic Commerce; H. G. Weaver, di- 
rector of the Customer Research Bureau 
of General Motors Corporation; Colonel 
Clarence O. Sherrill, president, Ameri- 
can Retail Federation; and Hugh P. 
Agnew, Chairman of Marketing Divi- 
sion, New York University. 

As the offices held by many of these 
speakers would indicate, much atten- 


tion is to be paid to public relations but 
there will be many practical talks on 
retail operations as they should be con- 
ducted, how to conduct market re- 
searches, and legislative trends as re- 
flected in the Robinson-Patman Act, 
plus their possible effect on distribution 


methods. 


Predicts Big Florida 
Sandal Season 


MraMI, Fita.—James Y. Player, Jr., 
representative of Bally, Inc., can’t tear 
himself away from Miami where he 
has been vacationing for a month. He 
says this is the coolest spot he has 
found in the country and intends to 
stay here until the weather cools off in 
the north. While here, he is making a 
study of the shoe situation and is mak- 
ing some predictions for the coming 
season’s trends. “In the resort pic- 
ture,” he says, “there is going to be a 
continuance of the sandal, particularly 
in the better grade shoes. The matron’s 
sandal will be sought after. This 
sandal, in the better grade, is beauti- 
ful in its lines and comfortable because 
of its air-conditioning construction. 
The Florida winter season is going to 
run strong to pastels. The multicolored 
effects are going to be even more in 
demand than they were a year ago. 
There is going to be plenty of straps 
bought, wide straps especially. This 
will will be something in between the 
narrow strap of ’35 and the wide one 
of ’36. It is new and smart and will 
be popular.” 

For children he has been unable to 
supply the demand for the J. Edwards 
shoes, which company he also repre- 


1936 


sents, in the beautiful pastel combina- 
tion front T-strap shoe. Canary and 
white is very much in the picture. The 
dainty pink and blue as well as blue 
and pink combinations are also good, 
but the new canary and white is differ- 
ent enough to attract attention. 


New Foot Health Shop to Open 


BaLTimorE, Mp.—A new exclusive 
foot health shoe shop will be launched 
in Baltimore within the next few weeks 
when Storm’s Foot Health Shoes shop, 
opens at 207 North Charles Street. It 
will be the first shoe shop of its kind 
to be operated in this city and will be 
located in the heart of the shopping dis- 
trict. Extensive improvements and 
remodeling to the building at 207 N. 
Charles Street have been started and 
when completed will give the city an 
exclusive shoe shop that will be a credit 
te the retail shoe field here. The front 
half will be fitted out into a fitting sec- 
tion, while the latter or rear half will 
be devoted to stock. All stock will be 
hidden from the view of customers. 

This will be the third establishment 
of its kind to be opened by the Storm 
interests, whose headquarters are at 
Wilmington, Delaware. 

Joseph P. Riley, sales promotion and 
advertising manager for the Storm’s 
Foot Health Shoes interests, is in Bal- 
timore supervising the improvements 
incidental to the opening of the Balti- 
more store. Frank R. Young, who has 
been identified with the retail shoe field 
of New York for a number of years in 
the selling of the line of shoes featured 
at the Storm stores, has been appointed 
manager of the Baltimore store, and 
will assume his position as soon as the 
store is ready to open for business. 

Among the shoes featured at the 
Storm stores are Dickerson’s Arch 
Clock and Arch Relief, shoes for wo- 
men exclusively; Musebeck’s, Health 
Sport and Foot So-Port shoes for both 
men and women, and Propr-Built shoes 
for children. 
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Flower Cart Displays Shoes 


GRAND Rapips, MicH.—Herpolsheim- 
er’s Department Store has converted 
a part of its women’s shoe department 
into a gay display room by the sim- 
ple use of a flower cart for several of 
its different types of shoes. 

The flower cart was originally used 
in the Spring for real flowers, but de- 
partment managers converted the cart 
into an attractive and profitable dis- 


play counter. The cart is movable, and 
the shoes are mounted in small plat- 
forms above the wooden flower pots. A 
wooden flower growing out of the wood- 
en flower pot, forms the background 
of the shoe platform, and with each 
flower painted a different color, the 
entire display stands out from the rest 
of the shoe department. 





S. Mindel in Ann Arbor 


ANN Arsor, MicH.—San Mindel, 
formerly with the Wohl Shoe Company 
of St. Louis and with Russeks in De- 
troit, has taken over the managership 
of J. G. Kline’s new shoe department, 
here. 

The entire shoe department has been 
completely modernized and new carpet- 
ing and modernistic chairs of chrome, 
upholstered in green leather, have been 
installed. The newest in modern meth- 
ods of shoe fitting will be employed in 
this new department to,give the cus- 
tomers the best service. 

Mr. Mindel is well pleased in his 
new position and commenting on shoe 


trends, he says, “The trend of the trade 
is for better quality shoes and better 


fitting styles.” 


Carton Insert to Benefit Trade 


New YorkK—The B. Friedman Shoe 
Co., Inc., shoe wholesale house, located 
at 109 Reade Street, here, are placing 
a small circular in every carton of 
shoes they ship which reads: 

“To Our Patrons—Shoes receive the 
most abuse of all wearing apparel. If 
you give these shoes the same considera- 
tion you give your clothes, they will 
give you reasonable wear. We cannot 
guarantee that you will not wear them 
out. Always use a shoe horn.” 
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These circulars came to the attention 
of their manufacturers who thanked 
Mr. Friedman for going to the addi- 
tional expense and trouble to protect 
their interests. 

Mr, Friedman feels that these cards 
will reduce the number of unjust com- 
plaints to the retailer and will, in time, 
benefit their business considerably. 


Fyfe Opens Fall Shoe Displays 


Detroit, MicH.— Display of Fall 
shoes was begun last week by R. H. 
Fyfe and Company. One-half of the 
store windows were devoted entirely to 
Fall styles, the remainder showing 
Summer styles. 

There is a big demand still for Sum- 
mer shoes, with many late vacationers 
interested in sports shoes in this sec- 
tion. The clearance lines are also be- 
ing disposed of through special display 
at this end of the season. 

Advertising of Fall shoes has not 
been started as yet, however. Brown 
shades, very dark, were noted as pre- 
dominating in the Fall displays of 
men’s shoes. 


Memorial to Inventor 


Newport, VT.—A tablet in memory 
of Charles Henry Bayley, inventor of 
shoe machinery, was dedicated in the 
Congregational church here, Sunday, 
Aug. 2. 

Mr. Bayley was born in Newport, 
and went to work when a youth for the 
Wheeler & Wilson Sewing Machine Co., 
and in 1899 joined the staff of the 
United Shoe Machinery Corp. 


Morris Moves Store 


STATE COLLEGE, Pa.—Albert P. Mor- 
ris has moved to a new store at 123 
Allen St. This store has been modern- 
ized and redecorated and a new stock 
of popular brands of shoes installed. 

Mr. Morris reports a gratifying in- 
crease in business since the opening. 
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Blends Styles in New Shoe Salon 





The new shoe salon of Blum's of Chicago in which the style of today is combined with that 
of the Directoire period making a very pleasing effect in both color and design. 


Cuicaco, Inu.—One of the most in- 
teresting examples of the possibilities 
of combining the modern art of design 
with that of the Directoire period, is 
exemplified in the newly opened Blum’s- 
Vogue Shoe Salon, at 680 South Michi- 
gan Boulevard. Here a series of etched 
mirrors, has been utilized to create a 
walled effect, achieving a feeling of 
luxury and spaciousness. 

Interior decorators have enthusias- 
tically sponsored the combination of 
the modern with the Directoire in the 
belief that these two lend themselves 
most admirably to each other, since thé 
modern adds a restraint to the more 
formaiized Directoire. Here the mod- 
ern influence is seen in outstanding 
points, principally the simplicity of de- 
sign, the exquisite pastel colorings and 
the unusual arrangement of stock. 

The location of the new shoe salon 
is directly inside the Michigan Boule- 
vard entrance of the store, extending 
for half the length of the store. Har- 
mony of color is evidenced in the dull 
gold of the chrome satin lighting tubes, 
the soft rose tones of the deep velvet 


carpeting, the creamy ivory of the mod- 
ern French chairs and the rose-beige of 
the stools, in contrast with the rich 
brown of the display cases inset along 
the mirrored wall. 

Further examples of the modern art 
of design are seen in the mirrored dis- 
play cases which are placed at one 
end of the salon, and the single mir- 
rored display table in the center. The 
same illusion of spaciousness achieved 
by the mirrored wall is seen here, and 
this is notably heightened by the sim- 
plicity of display. Only a dozen or 
so pairs of shoes are displayed in the 
salon, the stock being concealed behind 
the mirrored waJls. In this manner, 
the usual unattractive rows of shoe 
boxes are completely eliminated. 

Here in this charming salon are 
offered shoes from the foremost shoe- 
makers and shoe-designers of Amer- 
ica. College footwear will be featured 
in conjunction with the Little Vogue 
College Shop, which was opened official- 
ly on August 23. Murray Rothman 
formerly with Saks is in charge of all 
buying. 





Ed Streeter Enjoys Vacation 


Ed Streeter, who represents E. P. 
Reed & Co. in Illinois, Missouri, 
Nebraska, Kansas and Iowa, will be 
rounding up “fill-ins” after September 
1, having spent the past month vaca- 
tioning in the fishing grounds of upper 
Wisconsin, Minnesota and Canada. He 
finds it easy to enjoy his outing of a 
month due to a 40 per cent increase in 
orders for the fine type of welts his 
company is well known for, another 
evidence that dealers are finding the 
demand returning emphatically for the 
better grades among women. ~ 


Either Way, It's a Good Story 


PETERSBURG, VA.—There was a one- 
legged man from California and a one- 
legged man from Florida, and they 
both walked into a shoe store here. 
One sought a shoe for his right foot 
and the other sought a shoe for his 
left foot. Moreover, both wore the 


same size shoe, 
But trom fete on, the story is 
marred, for one wished to buy the shoe 


and the other was a beggar. Whether 
or not the more affluent of the pair, 
who purchased the shoes, gave one of 
them to the other was not learned. 





Conference Committees 
Appointed 
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J. Staff, New York; Roy E. Stevens, 
Ottumwa, Iowa; Harry Teets, Denver, 
Colo.; Chas. R. Thompson, New York; 
Oscar Thompson, Atlanta, Ga.; George 
H. Trentman, Rochester, N. Y.; L. F. 
Tuffly, Houston, Tex.; Arthur Livers, 
New York City; Irving Milgrim, New 
York City; Harold Underhill, Cincin- 
nati, Ohio; Albert Wachenheim, Jr., 
New Orleans, La.; Ray Walters, 
Wilkes-Barre, Pa.; J. M. Watson, San 
Antonio, Tex.; Joseph Zahn, New 
York; E. E. Evans, Scranton, Pa.; 
Burt J. Gosper, Elmira, N. Y.; George 
E. Peirce, Jr., Providence, R. I. 

Men’s Style Committee—Arthur Ad- 
ler, New York; Jesse Adler, New 
York; Harold F. Ballou, Providence, 
R. I.; T. Dun Belfield, Jr., Philadel- 
phia, Pa.; E. J. Bliss, Jr., New York; R. 
W. Bowie, Atlanta, Ga.; Ralph Broad- 
hurst, Denver, Colo.; Arthur Brown, 
Indianapolis, Ind.; Arthur Burt, Wash- 
ington, D. C.; Mr. Casey, Boston, 
Mass.; Nelson E. Clark, New York; 
Elmer C. Diemer, New York; J. C. 
Fedler, Jr., Louisville, Ky.; A. C. Fell- 
man, Norfolk, Va.; George N. Geuting, 
Philadelphia, Pa.; Gilbert Hahn, Wash- 
ington, D. C.; Mr. Hamilton, Los An- 
geles, Calif.; Herbert G. Hanan, New 
York; Steven J. Jay, Detroit, Mich.; 
Paul Jesberg; Los Angeles, Calif.; 
Ralph P. Levey, New Orleans, La.; S. 
J. Lordon, Pittsburgh, Pa.; C. J. Mar- 
kell, New York; R. Metz, Chicago, III.; 
A. J. Mullarky, Keokuk, Iowa; Howard 
E. Nay, Wheeling, W. Va.; Ernest N. 
Park, Syracuse, N. Y.; C M. Selby, 
Dallas, Tex.; M. B. Scheyer, New 
York; Harry Silver, Chicago, II1.; 
Robert Sneath, New York; Frank Stod- 
der, Boston, Mass.; A. E. Taylor, Chi- 
cago, Ill.; O. E. Thorp, Seattle, Wash.; 
C. W. Vance, Gadsen, Ala.; Russel 
Werner, San Francisco, Calif.; W. J. 
Weschler, Erie, Pa.; George B. Hess, 
Baltimore, Md.; Walter T. Gable, Chi- 
cago, Ill.; Melville Kaufmann, San 
Francisco, Calif.; B. W. Childs, 
Holyoke, Mass; O. T. Brewer, Atlanta. 

Children’s Style Committee—H. A. 
Alexander, Des Moines, Iowa; Ralph 
N. Baker, Los Angeles, Calif.; James 
G. Bennet, Rochester, N. Y.; W. R. 
Birney, Omaha, Neb.; Miss I. Bosch, 
New York; R. H. Dahl, Boston, Mass.; 
Rudy Diemel, Pittsburgh, Pa.; D. M. 
Fezler, Oklahoma City, Okla.; Albert 
F. Golantz, Pittsburgh, Pa.; H. S. Gor- 
don, Cincinnati, Ohio; R. W. Grover, 
Washington, D. C.; L. W. Huble, Bos- 
ton, Mass.; Stanley Hunt, Brooklyn, 
N. Y.; Miss Florence McIntosh, Buffalo, 
N. Y.; Floyd Page, Buffalo, N. Y.; 
Simeon Pool, Evanston, Ill.; Leo A. 
Provost, Holyoke, Mass.; Miss Cather- 
ine Scott, Cleveland, Ohio; Miss Neil 
Simerson, New York; Miss H. Tang- 
ney, Boston, Mass.; Clyde K. Taylor, 
Detroit, Mich.; J. Veax, Washington, 
D. C.; Miss Alwine L. Verick, Milwau- 
kee, Wiss. 
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Contracts Let for Relief Shoes 


BuFFALo, N. Y.—A contract for ap- 
proximately 75,000 pairs of shoes was 
let by the ERB, in this city, Aug. 18, at 
prices which are considerably under a 
contract recently let in Rochester and 
which, it is believed, are as low as any 
other city in the country. Two Buffalo 
shoe retailers, F. L. Goldstein, who was 
low on 12 of the 14 numbers, and the 
Liberty Shoe Co., who was low on two 
of the numbers, drew the contracts. 

The prices at which the contracts 
were let doubtless will be of interest 
in other cities where such contracts are 
pending. They are as follows: 

F. L. Goldstein, 529 Main Street, Buf- 
falo, submitting Walton shoes as sam- 
ples, was low on the following: infants’ 
oxfords 70c.; infants’ high 80c.; chil- 
dren’s oxfords, 87c.; children’s high 
98c.; misses’ oxfords $1.02; growing 
girls’ oxfords $1.12; youths’ oxfords 
$1.00; youths high shoes $1.09; boys’ 
oxfords $1.14; boys high shoes $1.24; 
women’s oxfords $1.20; woman’s plain 
toe $1.31. : 

Liberty Shoe Co., 923 Broadway, 
9,709 pairs of men’s dress, oxfords, 
Goodyear welt, no marked sole, widths 
B. C. & D., $1.84; 1,820 pairs of men’s 
work, 6-iron middle sole, 12-iron outer 
sole, no mark, nailed $1.39. 

A recent contract let by the ERB 
in Rochester has a price of $1.60 on 
the men’s dress. 

Last week, the shoe contract was 
under consideration. Harry J. Deters, 
business manager of the Buffalo Shoe 
Retailers Association, was summoned 
as an expert appraiser by the City of 
Buffalo to give his opinion on some 
samples submitted in response to spe- 
cifications on which bids had been invit- 
ed. As a result of his testimony, the 
letting of the contract was deferred 
until Aug. 18, on the ground that some 
of the samples submitted were not up 
to the specifications. 


Old Shoe Display 
Draws Attention 


ATLANTA, GA—A display which 
stopped ’em at the opening of the new 
Florsheim Shoe Company store at 41 
Peachtree Street, Atlanta, recently, 
consisted of half a dozen pairs of shoes 
of the vintage of 1906. These old shoes, 
with their bull-dog toes, created more 
comment than the beautiful windows, 
fixtures and seating facilities of the 
new store. While construction was in 
progress, C. G. Rainer, new manager of 
the store, put in a display panel in the 
board wall in front of the construction 
work and showed shoes there. 


Oldest Shoes in Active Service 


Avucusta, GA.—The Californian who 
recently boasted of wearing a pair of 
shoes 30 years old has nothing on W. 
I. Wilson, retired funeral director of 
this city. Mr. Wilson has a pair of 
Congress gaiters which he claims he 
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IN STOCK 


No. 729—Black Roughie. 
No. 730—Dark Brown Roughie. 
No. 715—Dark Green Roughie. 


Smarr STYLES for YOUNG MODERNS 


39 STYLES IN STOCK 


FINE GOODYEAR WELTS EXCLUSIVELY 


TO RETAIL AT $4.00 


No. 725—Dark Brown Roughie Trimmed 
with Calf. 


No. 726—Black Roughie Trimmed with Calf. 








purchased in Allendale, S. C., 42 years 
ago. A new pair of heels, put on 20 
years ago, constitutes all the repairs 
they have ever had ... and they are 
still used by Mr. Wilson as “comfies.” 


Shoe Store and Clinic Combined 


Los ANGELES, CALIF.—A branch of 
the Dr. Hiss Foot Clinic of Los Angeles, 
owned and operated by Dr. John Mar- 
tin Hiss, was opened recently in Long 
Beach, Calif. Like the parent institu- 
tion, the Long Beach branch will main- 
tain both a shoe department and a foot 
clinic for manipulative correction of 
foot disorders. 

L. H. Engelke, manager of the Los 
Angeles shoe department, who is well 
known in shoe retail circles, will super- 
vise the Long Beach branch. He will 
be assisted by Stanmore Clayton, who 
has been associated with the Los An- 
geles store for two years as a licensed 
Dr. Hiss Classifoot System shoe fitter. 

Dr. Charles L. Baker, trained by and 
associated with Doctor Hiss for three 
years, will be in charge of the foot 
clinic. 


McDermott Opens Own Shop 


LittLE Fats, N. Y.—John McDer- 
mott, for 25 years a manager with 
Endicott Johnson and for the past 13 
years in Gloversville, N. Y., has opened 
his own ship in Little Falls, N. Y. He 
will operate a family shoe store, selling 
shoes at the $3.00 and $4.00 price lines. 


6 Iron Treated Bend Sole... 


. . » 12/8 Leather Heel 


SIZES 
6/9 AAAA 
5/9 AAA-AA 
4/9 AB 


PRICE 
$950 


Style Booklet in Color just off 
the Press, Showing Black and 
Brown Full Grain Calf Oxfords. 
Black, Brown, Green and Grey 
Roughies, also some Alligator 
Trimmed Oxfords. 


Write for your copy. 
THE JUVENILE SHOE CORPORATION 
OF AMBRICA 


CENTRAL TERMINAL BLDG. 
710 NO. 12TH BLVD. ST. LOUIS, MO. 
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Style 2000B. Brown waterproof 
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A Young Shoemaker 


Keokuk, lowa—One of the youngest 
presidents of a shoe manufacturing 
corporation in the country is Jack Gog- 
gin, president of Merrimac Shoe Com- 





JACK GOGGIN 


pany, here. He was born in Lynch- 
burg, Va., on February 1, 1912, and is 
therefore now only 24 years of age. 

He was born into an environment of 
shoe manufacturing industry in Lynch- 
burg, Va. His father before him was 
engaged in the business for years, in 
all its branches and when the family 
later resided in St. Louis, it was but 
natural that he become a “shoe man.” 

After attending Washington Uni- 
versity he launched into the shoe manu- 
facturing business in 1933 under the 
tutelage of Wm. S. Milius of Milius 
Shoe Company at St. Louis. With the 
typical impatience of present day youth, 
he decided to go in for himself and 
started operations on young women’s 
sport welts. 

The site selected was Keokuk, Iowa, 
just three hours out of St. Louis or 
Chicago. The plant housing the opera- 
tions is considered one of the most 
modern. The present production is 
1200 pairs per day and the business is 
growing. 


Sidney Stokes Joins New 
Haven Chamber Staff 


NEW HAVEN, CONN.—Sidney Stokes, 
veteran New Haven shoe retailer who 
liquidated his business, the Walk-Over 
Shoe Shop, a year ago, has been ap- 
pointed an associate secretary of the 
New Haven Chamber of Commerce, ac- 
cording to announcement by J. Fulton 
Ferguson, Chamber. secretary. The ap- 
pointment has been hailed by local re- 
tailers in all fields, who regard it as 
fitting recognition for an outstanding 
merchant. 

Mr. Stokes closed out his business on 
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NEW KIND OF SHOE POLISH 





SWAGGER LIQUID SHOE WAX 
REVOLUTIONARY 


Colors that sell as fast as white! 
The first “ year-round-flash” in 
polish. REPEATS . . . PROFITS. 


Send for FREE SAMPLE Today 
SWAGGER, INC. - 916 PARRISH STREET 
Philadelphia, Pa. 
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SLIPPERS No. 295—Men’s Opera Slipper. 
Kid leather upper. Oak leather 
sole, rubber heel. Colors: 
Brown, Sizes. 80 as 5 ng Blue. 

Price 


zi. -35 a pai 

300—-Fully nae 
lined, price, $1. 
pair. 
Also general line of 
house slippers and 


moccasins. 
Midwest Slipper Co., 512 S. Peoria St., Chicago, III. 























Aug. 1, 1935, when unable to renew 
his lease. He had been a shoe retailer 
on Chapel Street for 33 years. A na- 
tive of Staffordshire, England, he came 
to America at the age of 15 and for 10 
years was employed by Hanan & Son, 
New York. He then moved to New 
Haven as manager of the Walk-Over 
Boot Shop and held that position 28 
years, acquiring sole ownership of the 
store in 1931. 

Mr. Stokes was a member of the na- 
tional retail code authority for shoe re- 
tailing under NRA; active in the Na- 
tional Shoe Retailers’ Association; past 
president of the Walk-Over Dealers’ 
Association and organizer and past 
president, New Haven Shoe Retailers’ 
Council. He also served several years 
as president of the Retail Division, 
New Haven Chamber of Commerce, 
with which he now becomes associated 
in an executive capacity. At the con- 
clusion of his term as Retail Division 
head, Mr. Stokes was tendered a testi- 
monial dinner in recognition of his 
achievements, which included the stag- 
ing of several city-wide sales events. 

In his new post, Mr. Stokes will 
have charge of a number of important 
Chamber committees. His wide ac- 
quaintance in the city and many years’ 
experience as a retailer are expected 
to prove of definite value in extending 
the activities of the Chamber. 
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BOOT AND SHOE MEN! **** 


GET THE MOST FOR YOUR 
HOTEL DOLLAR IN NEW YORK 










Whether you come to New York regularly or 





rarely, for business or pleasure, you'll find that you 
get superior hotel accommodations for your hoteldollar 
here at the Lincoln, one of Gotham’s newest and 





largest hotels. Private passageway to all subways. 
Four short blocks from the new express highway. 


$50 $7950 


from SINGLE from DOUBLE 
DOUBLE ROOMS WITH TWIN BEDS FROM $4.00 
Special rates for longer periods. Send for Booklet c. 





1400 outside rooms, each with bath and shower, cabinet radio and servidor 
...PLUS all the advantages of a 4 STAR HOTEL IN NEW YORK 





FRANK W.KRIDEL 
Managing Director 


may x. WEST 


FOR BUSINESS...One 
block to Broadway and 
Times Square, 3 blocks to 
Fifth Avenue and eight 
minutes to Wall Street. 









FOR DINING...3 


air-conditioned fine res- 


taurants...the Coffee 
Shop, the Tavern Grill 
and Bar, and the BLUE 
ROOM with dancing. 


FOR RECREATION... 
Sixty-nine theatres with- 
in six blocks. Four short 
blocksto Madison Square 
Garden for sport events. 


E@LINCOLN 


44TH TO 45TH STREETS AT 8TH AVENUE - NEW YORK 





When writing advertisers please mention Boot and Shoe Recorder 







FOR QUIET SLEEP... 
High above the noisy 
clatter of the street, our 32 
stories of fresh air and sun- 
shine assure you quiet rest. 
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& STOP THAT PINCH 
WITH ORIGINAL 
-READY SKIVED 


Security Shoe ~bnas Mfg. Co. 
610 W. 73rd Street Chicago, Ill. 





Children's Footwear 
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MPS. BAYS IDEAL BABY SHOES 
infants’ Soft Soles... 6-3 
Intermediates ...... 1-5 
Flexible Hard Soles. 2-8 

Send for In-Stock 
Oatalog 
MRS. DAY'S IDEAL BAGGY 
Locust St. Danvers, Mass. 
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“PLA-SHU” 


ie age All Leather 
Made on CO process, no staples. Made over 
BROUWER'S Researeh Last £8. 





IN-STOCK 
Muleskin 

Sand with Brown Trim 

No. 2000 sizes 6 -11 
200L «11% 2 
2002 ° 

“ 2008 “ 6 otf 
Same in Elk 


Packed 12 pairs to the case. Sizes 6-11 with 
Iai ir et ea Ed ese 


MONDL MFC. CO. - - - Oshkosh, Wis. 
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ELAM'S 


Fall Season Opens 
in New Orleans 


NEw ORLEANS, La.—The Fall season 
opened here in a burst of black, brown, 
blue and gray shoes in suedes and 
leathers. A survey of the leading 
stores disclosed that about 45 per cent 
of the calls were for black, about 30 
per cent for brown, green third at 
about 15 per cent and the remaining 
10 per cent about equally divided be- 
tween gray and blue. 

Hunters green, which it was thought 
would create a large early season, has 
proved disappointing to date, although 
it is thought that the demand will in- 
crease for this particular shade as soon 
as Fall clothes are more generally 
worn. 

Black and brown shoes in suede are 
in great demand, although the old 
standbys, kid and patent leather espe- 
cially in pumps are holding up well. 
Exclusive of pumps and sandals, about 
90 per cent of the black suedes have a 
black patent trim. Brown suede shoes 
seem to be more generally trimmed in 
kid, 

More ties in all heels are to be seen 
this year, than were displayed at a 
corresponding time last year. Black 
suede ties, especially in the high heels, 
are proving quite a leader. 

Navy blues are selling a lesser vol- 
ume than at the same time last year. 
There have also been few calls for 
gray, which incidentally are in the 
darker shades. 

A definite trend to the rounder toes, 
especially in suedes and gabardine 
straps and ties, is to be seen. Pumps, 
however are made on the same con- 
servative lines as were featured last 
Fall. 

Back to school flats are being fea- 
tured in brown suede and calf, black 
suede and calf, green suede and gray 
suede. About 80 per cent of the flats 
featured are in the popular kiltie style. 
Blue leather monks are also in demand 
with a few brown monks being shown. 
Brown and black suedes with a pebbled 
grain saddle of the same color are 
also being featured. 


No Change in Seton New 
England Representation 


Boston, Mass.—The present firm of 
D. H. Murphy & Sons, 20 East Street, 
Boston, which carries on the company 
title, is headed by Jerry Davis as presi- 
dent; D. H. Murphy, Jr., treasurer, and 
Jack McHarty, secretary. 

Although the recent death of David 
H. Murphy, Sr., late head of the leather 
firm necessitated organization changes, 
it was learned authoritatively that the 
company would continue to represent 
the Seton Leather’ Company, leading 
tanners of patent leather, throughout 
the New England area. 








PRE.WELTS 





IN-STOCK 


Style 553—Tan Elk—Sizes 2 to 8 
Style 554—White Elk—Sizes 2 to 8 
Folded Edge 


Sell Elam's. Mothers find it 
a quality product—just what 
children need. Retailers find 
it a profitable product—just 
what they need! 


FS. ELAM SHOE CO. 








Several rumors were current that 
there would be new representatives for 
Seton leather but these are definitely 
laid at rest, according to the present 


statement. 





Discontinues Relief 
Shoe Purchases 


MONTREAL, CANADA.—The Ottawa 
Board of Control has recommended to 
the City Council, discontinuance of the 
policy of purchasing shoes and cloth- 
ing for families on relief and substitu- 
tion of serip vouchers at the rate of 
seventy cents per person per month 
which would mean that a family of 
five would receive $3.50 a month to buy 
shoes and clothing. 

Mayor Stanley Lewis stated that the 
Ottawa Neighborhood Services showed 
by its reports that for the first six 
months of the year 23,378 pairs of new 
shoes were purchased by the city, and 
in addition 12,303 pairs of repaired 
shoes, a total for six months of 35,681. 





Shoe Company Incorporated 


Jersey City, N. J.—The Vento Pat- 
ent Shoe Corp., 26 Journal Square, has 
been incorporated with a capitalization 
of $50,000. Directors are Thomas 
Paris of Orange; Leone Lazzari and 
John Lewicki, both of Jersey City. 
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BRING MORE CUSTOMERS 
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Howell Chromstee!l Chair No. 
396 was used in E. R chs’ 
Sons 


modern Washington, 
D. C., shoe store shown here. 


—!,4-YOUR STORE 


© Howell Chromsteel furniture stamps 
your store as a busy, successful establish- 
ment ... and that's where people prefer 
to buy. Countless installations have 
proved the value of this modern new 
furniture in stimulating sales. 


WRITE FOR DETAILS 


ST. CHARLES, ILL. 
ORK 
SAN FRANCISCO 


CHICAGO 


LOS ANGELES 


NEW Y MIAMI 





Good Shoes Deserve 
Good Stores 


[CONTINUED FROM PAGE 36] 


footwear. The amount of footwear 
that can be thus displayed is an en- 
hancing factor in the merchandising of 
the department. For customers can 
see many types, styles, etc., of footwear, 
some of which is certain to appeal to 
them. 

The shoe shop of Hochschild, Kohn 
& Co. enjoys a large and substantial 
orthopedic business, which it has built 
up over a period of years of careful 
merchandising plus complete satisfac- 
tion and efficient service. The condi- 
tion of some of the customers in need 
of orthopedic footwear is such that it 
may be annoying to regular patrons. 
So the orthopedic department or sec- 
tion has been ensconced in what may 
be termed an alcove on one side of the 
department, completely hid and out of 
sight of patrons of the shoe department 
proper. Here comfortable chairs have 
been installed and footrests and the 
section well arranged for the comfort 
of those in need of special footwear 
such as is called for in orthopedics. In 
some instances the cases are extreme, 
and rather than offend regular patrons, 
as well as for the comfort of the ortho- 
pedic “patient,” the orthopedic section 
was set apart from the department. 





Women's Shoe and Leather 
Colors for Spring 1937 


Seven high fashion colors for women’s shoes, 
consisting of six new and one repeated shade, 
were chosen at the recent joint meeting of 
tanners, shoe manufacturers and retailers held 
in collaboration with the Textile Color Card 
Association, it was announced by Margaret 
Hayden Rorke, managing director of the lat- 
ter organization. 

These new high style colors consist of a 
subdued slate blue type, deep brilliant royal 
blue of purplish cast. crimson-cardinal: type 
of red, rich regal purple, mossy green and a 
chamois tone, deeper and more golden than 
the Chamois Yellow in the 1936 Spring Shoe 
and Leather Card. In addition to the above 
new colors, the eggplant tone, Aubergine, has 
been repeated from the 1936 Fall Shoe and 
Leather Card. 

These seven shades will appear in the 1937 
Spring Shoe and Leather Card (Women's) 
together with the following nine staple colors 
previously announced: Chaudron, Spanish 
Tan, Cinnamon Brown, Marrona, Marine Blue, 
Oriental Oxblood, Araby Green, Paris Grey 
and Longchamps Beige. 





Another unsightly service often 
found in shoe shops is the shoe-black- 
ing stand. This likewise has been en- 
sconced in an alcove or section at the 
end of the department in the left-hand 
corner. It is completely hidden from 
the main or regular shoe shop. No 


business is being lost by this arrange- 
ment, for regular customers know 
about this service and new ones are 
reminded of it. 

Then, also the shoe fixery depart- 
ment has been set in a section by itself 
at the right-hand end of the depart- 
ment. As a result, no unsightly shoe 
repairing machinery or benches are 
visible. Adjoining is the foot appliance 
section.. The wrapping desk or section 
is virtually apart from the shoe depart- 
ment proper. In fine, everything has 
been done to remove necessary services 
from the shoe department proper so 
that the shoe shop may be a “shoe sa- 
lon” in the real meaning of the term, 
thus preserving charm, atmosphere of 
a distinctive character, and beauty. 

Near the entrance on the right-hand 
side has been arranged a special type 
of display for sandal slippers for the 
Summer = season. Later, as cooler 
weather sets in, this will be changed 
to slippers and for the holiday season 
into a slipper gift suggestion section. 
The arrangement of this is such that 
the line of the walls is not broken, the 
display being a built-in arrangement. 
This display is a suggestive one which 
catches the eye and, according to Mr. 
Schenthal, stimulates business in the 
items featured. 

The “new” shoe salon of Hochschild, 
Kohn & Co, is one that has been built 

(TURN TO PAGE 53, PLEASE] 
















































































Li a lel 


Men's Shoes 


li ell eile 


seems 








i hl al hl hl el 








“HIGHEST GRADE ONLY" 
EAST WEYMOUTH, MASS., U.S.A. 





SEND FOR 
SAMPLES: 


Guaranteed all wool 
Pressed finish 
SPATS FOR MEN 
Popular Priced Lines 
FRANKLIN MANUFACTURING CO., INC. 
FRANKLIN Spat Manufacturers Since 1897 OHIO 
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X-Ray Shoe Fitter 
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PROVE 2: 100 


HAVE PERFECT FIT 








inspection of shoes for 
lasting tacks, misplaced 
shanks, and other defects, 
can be done better with 
our X-Ray shoe inspector. 






Adrian X-Ray Mfg. Co., Milwaukee; Wis. 
EARS 








Wm. F. Toher to Retire 


OneEIwA, N. Y.—William F. Toher, 
head of Conniff & Toher, Inc., the lead- 
ing shoe stort of this city, announces 
that he will retire October 1, when he 
will have completed fifty years of sell- 
ing shoes. Mr. Toher in 1934-5 was 





WM. F. TOHER 


president of the New York State Shoe 
Retailers Association, of which he is a 
charter member. He is a Rotarian, a 
member of the TERA committee, the 
Chamber of Commerce and of St. Pait- 
rick’s church. He plans to take a well 
earned rest and perhaps will travel with 
Mrs. Toher. Mr. Toher engaged in the 
shoe business of the late Thomas Con- 
niff, Sr., in 1886, and in 1893 a partner- 
ship was formed. Mr. Conniff retired 
in 1912, when the business was incor- 
porated with Mr. Toher as president 
and treasurer, John T. Dowling as vice- 
president and Mrs. Toher as secretary. 
Mr. Dowling may engage in the shoe 
business under his own name and the 
old business may be sold but a new 
location would be necessary, as Mr. 
Toher has leased his store to the A. & 
P. Tea Co., for a long term of years. 





New Factory Begins Operations 


Waycross, GA.—Shoe manufacturing 
was started in the new building being 
constructed for the Rubin Brothers 
Shoe Company, here, a few days ago. 
Thirty women were employed for the 
first day’s operations. 

Several carloads of new. machinery 
are being installed in the new building, 
under the supervision of Dr. Isador 
Rubin, a member of the firm. Dr. Ru- 
bin announced that the plant will be 
producing 4200 pairs of shoes daily 
within 60 days, and the capacity of the 
plant will be increased to 12,000 pairs 
within two years. 

Shoe manufacturing, a new industry 
in this section, indicates a growing 
popularity of the South for large en- 
terprises of this character, and Way- 
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cross was chosen as a site for the Rubin 
plant after a careful survey of other 
cities in this section. 

Mr. Rubin stated that when the plant 
is in full operation, it will give employ- 
ment’ to between 500 and 600 persons. 


Goetz-Mittelman Leases Linder 
Department 


CLEVELAND, OH1I0—The Goetz-Mittel- 
man Co. has discontinued their I. Mil- 
ler shoe salon at 1309 Euclid Avenue 
and have leased the shoe department 
at The Lindner Co., Where I. Miller 
shoes will henceforth be sold. In addi- 
tion, the company will continue other 
lines formerly sold at Lindner’s. - 

The shoe department is being greatly 
enlarged and completely redecorated 
and refurnished. It is now one of the 
largest and finest in the city. 

Alton D. Barnett, former assistant 
manger of the Lindner Co. shoe depart- 
ment, has been named manager of the 
new Goetz-Mittelman department while 
Larry McDal, former manager of the 
I. Miller store, will be assistant man- 
ager. 





Oldest Store Incorporated 


South BEND, IND.—Articles of in- 
corporation have been filed at Indian- 
apolis for Q-N Shoes, ‘nc., 120 South 
Michigan Street, South Bend, Indiana, 
with Paul O. Kuehn, 308 Lamonte Ter- 
race, South Bend, as the resident agent. 
The capital stock consists of 100 shares 
with no par value. The incorporators 
include Paul O. Kuehn, Matilda Kuehn 
and Clarence E. Richman. The Paul 
O. Kuehn Shoe Store is one of the old- 
est shoe stores in South Bend. 





New Men's Store 


SEATTLE, WASH.—The newest of out- 
lets for men’s shoes will be a new store 
now being created at 1212 Second Ave- 
nue. Space in this center of the main- 
traveled male thoroughfare has been 
pre-empted for Parker’s Custom-Bilt 
Shoes for Men, and is being prepared 
for early opening of the new store, 
with two wide window displays that 
give upon this office and financial 
thoroughfare peopled with men. 





Mrs. Clarence W. Kelsey 


BINGHAMTON, N. Y.—The many 
friends of Clarence W. Kelsey, shoe 
buyer and manager of the shoe depart- 
ment of Sisson Bros. & Weldon, will 
regret to learn of the death of his wife, 
Esther F. Kelsey, August 13, after a 
long illness. She is also survived by a 
daughter, Miss Ruth M. Kelsey, and a 
son, Clarence W. Kelsey, Jr. The 
funeral was held Sunday afternoon and 
the burial was in Vestal Hills Memorial 
Park. Mr. Kelsey is first vice-president 
of the New York State Shoe Retailers 
Association. 
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THESE WORLD FAMOUS 


ENGLISH 
RIDING 
BOOTS 


ARE MADE IN ENGLAND 
ONLY 


BY MASTER CRAFTSMEN 


IN STOCK 


ALL WIDTHS 


ALSO FIELD, AVIATOR & 
JODHPUR BOOTS 


MANFIELD & SONS 


1636 RANSTEAD ST. 
PHILADELPHIA, PA. 
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THAT BUILDS AND 
HOLDS BUSINESS 


Here is a line that retails at the populer prices the great 
mass of men like to pay for their shoes. Nu-Matic Shoes 
are flexible, 100% nailless, correctly cushion the foot, 
and the Arch-Brace properly supports a weak arch and 
comforts the normal foot. Loyal repeat customers are a 


Catalog of men's and women's scientific patented Nu- 
Matics sent on request. Beware of imitations. 
SALESMEN: CHOICE TERRITORIES OPEN. 


Exelusively manufactured by Rohn Nu-Matie Shoe Mfg. Company, 
512 W. Florida St., Milwaukee, Wis. 








Note the name on the arch-brace, 
visible te your customer's eye; 
therefore, a helpful selling feature. 
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Rohn Vit Malic 
CUSHIONED SHOES 
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up on a long-established reputation for 
merchandising footwear of the best 
within the purse strings of women who 
desire and demand the newest, latest 
and best in footwear at all times. It 
is the last word in modern shoe selling. 
Like any beautiful surroundings, it 
gives fresh impetus to live up to a 
well-established and enviable reputation 
with better footwear, better service, 
better atmosphere, etc. 

An X-ray service for footwear fitting 
and merchandising is also provided in 
this Hochschild, Kohn & Co. shoe salon. 

The location of the shoe shop on the 
second floor is an excellent and strate- 
gic one. It is within a half-flight of 
stairs from the main floor on the Lex- 
ington Street side, where, in addition 
to the men’s shop, is also located a pay 
bill desk. The numerous patrons who 
go to pay their bills and shop in the 
men’s shop can readily see a section of 
the shoe shop. Likewise, the patrons 
of the silk, etc., departments. Six ele- 
vators are just around the corner. The 
attractive entrance to the shoe shop is 
such as to gain the eye of all. At the 
entrance, flanking it on each side, are 
tastefully arranged built-in display 
sections employed for featuring the 
newest and latest in milady’s footwear, 


headgear, neck scarfs and handbags, 
designed to attract the attention of not 
only the patron of the shoe salon but 
also of the general shopper in the store. 

The shoe stock is completely hidden 
from sight of the customers. It is all 
stocked back of the walls of the de- 
partment, where it occupies tiers upon 
tiers of shoes, due to the numerous 
sizes, styles, leathers, colors, etc., that 
must necessarily find a place in the 
modern up-to-date shoe shop. Draperies 
at the few entrances to the stockroom 
shut off the view of the customers. 

Has the new shoe salon helped busi- 
ness? It undoubtedly has. For, in the 
words of Mr. Schenthal, customers 
come in larger numbers since the 
“new” shop has been opened. They 
have raved about it, delighted in its 
refined and distinctive charm and at- 
mosphere. Have told their friends and 
neighbors. The consequence has been 
that there has been a steady turnover 
in seasonal footwear. The increased 
patronage, the bigger turnover in foot- 
wear, etc., bears out the contention of 
Mr. Schenthal that the modern shoe 
shop of today must be one of comfort, 
complete relaxation, refinement and 
distinction, etc—in fine, a place where 
they really enjoy going to, just as they 
enjoy going to cinema palaces or salons 
of distinguished friends. It must be a 
shop that is in keeping with the beauty 
of the footwear offered. 

Mr. Schenthal, who has directed the 


destinies of the shoe activities of the 
Hochschild, Kohn & Co. department 
store, has served the establishment ever 
since its founding 38 years ago. Born 
in an atmosphere of shoes, Mr. Schen- 
thal has been identified with the retail 
shoe business of Baltimore almost from 
the cradle. As a youngster he played 
among shoes in his father’s shoe store, 
and as he grew older helped the father 
in the store. When the department 
store was established Mr. Schenthal 
was chosen to direct its activities. This 
he has done and done well, and from a 
very modest beginning he has built up 
a shoe department and shoe business 
that is one of the largest in this section. 
One of the largest, not only in physical 
appearance but also in annual turnover. 


Pedists to Convene in New York 
[CONTINUED FROM PAGE 35] 


Major Orthopedic Foot Surgery by Leo 
Mayer, M.D. On Friday afternoon 
there will be an open forum and scien- 
tific congress for the presentation of 
treatment of cases by visiting chirop- 
odists and podiatrists. 

Each afternoon there will be sections 
devoted to shoe therapy where a study 
will be made of shoe construction, shoe 
making, lasts, leathers, patterns, and 
the component parts used in the man- 
ufacture of shoes, followed by a sym- 
posium on footwear offered as correc- 
tive, remedial or preventive footwear. 
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Dancing and Bowling Shoes 
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BUY A NATIONALLY KNOWN 
BRAND 


We carry everything in dancing shoes. 
also a complete line of owling shoes. 


Write for price list 
ROVICK THEATRICAL SHOE Co. 
anufacturers 


Manufac' 
325 W. Madison St. Chicago, It. 
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Riding Boots 
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LARGEST FLOOR STOCK 


Klee 


Omaha, Nebraska 
Exelusive Manufacturers 
Catalog on Request 











LARGEST 
BOOT STOCK 


in America 
Domestic and Imported 
For Immediate Delivery 


Men's, Women's, Children’s 
Boots for Riding 











Field, Hunting, Aviation 
. Also Jodhpurs & Jodgore- 


Complete Catalog 
R-7 on Request 


COLT CROMWELL CO. 
1239 Broadway 
New York City 

524 Santa Fe Bidg. 
Dallas, Texas 

840 So. Los Angeles St. 
Les Angeles, Calif. 














CLEVELAND, OHI0—The Stone Shoe 
Co. of Cleveland recently completed a 
successful “sales slip” contest con- 
ducted by their juvenile shop in Shaker 
Heights, residential suburb. The sales 
slips from any of the company’s four 
stores counted in the contest. Youth- 
ful participants had only to register 
and were given a book of rules. From 
then on they prevailed on their family 
and friends to buy as many shoes at 
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Juvenile Sales Contest Winners 


Winners in the Stone Shoe Co. “sales slip" contest, which closed recen 
Shupe of 3053 Huntington Road, Cleveland, is the proud possessor of the bike. 

















. John 





Stone’s as possible. In other words 
they became active sales solicitors for 
the store. The eight weeks’ contest 
closed in July and a great crowd as- 
sembled for the prize awards. First 
prize was a bicycle; second, a live dog; 
third, a set of golf clubs; fourth, two 
peirs of shoes; and fifth, one pair of 
shoes. 

The contest spurred business in all 
of the Stone stores. 


















Newest Health Spot 
Store Opened 


LOUISVILLE, Ky. — Opening of the 
Health Spot Shoe Shop, at 304 W. 
Chestnut, was announced Monday, 
August 17, by Berner A. Feige. Mr. 
Feige, associated with his father in 
the management of Fred Feige & Son 
for the past 15 years, graduated recent- 
ly from the Orthopedic Institute School, 
Danville, Ill., where he took a course 
in scientific shoe fitting. 


Winneguth Reports 
Excellent Business 


GLENDALE, CALIF.—Carl Winneguth, 
531 Monte Vista Ave., is traveling Den- 
ver west for Fargo-Hallowell Shoe Co. 
and the line of $5 retailers made by 
the Metropolitan Shoemakers. Business 
for early Fall has been excellent on 
both lines, Mr. Winneguth reports. At 
the present time, he is in Oregon and 
Washington, working his way south. 


Red Goose Store to Move 


Barasoo, Wi1s.—As a recult of a real 
estate trade here, the Red Goose Shoe 
store, operated by Roy Lindgren, will 
move next May to the Andro Specialty 
Shop, which will vacate to other quar- 
ters. Present leases prevent making 
the transfer before next year. 






















Compo Declares Dividend 


Boston, Mass.—Directors of Compo 
Shoe Machinery Corporation voted a 
quarterly dividend of 12%c. per share, 
payable on September 2, to stockholders 
of record August 26, 1936. 

Earnings for the first six months of 
1936 were $104,906, as compared with 
earnings of $61,945 for the same period 
of 1935. There has been reserved. out 
of earnings for the first six months 
sufficient to cover the payment of taxes 
on undistributed profits in addition 
to provisions for the normal tax. 











Donnell With Craddock-Terry 


LyNcHBURG, VA.—O. W. Donnell has 
rejoined the Craddock-Terry Shoe Co. 
and is now traveling the Oregon, 
Washington and California territory 
with the Natural Bridge and Billiken 
lines. 










W. J. Selzer Joins Menzie 


WHEELING, W. Va.—wW. J. Selzer, 
formerly with I. Faller’s Sons & Com- 
pany, is now associated with Menzie 
Shoe Company, St. Louis, Missouri, 
covering east Ohio and West Virginia. 
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Fancy 
hoe 
Eyelets 


UNITED SHOE MACHINERY ("oer 


appropriate on many Fall 


CORPO R ATION : and Winter oxford models, 


They are snappy, too. 


BOSTON, MASSACHUSETTS 


When writing advertisers please mention Boot and Shoe Recorder 
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CLassifsed and Ward A’ 





SALESMEN WANTED 


SALESMEN WANTED 








Sell a revolutionary line of shoe = 
ishes—Swagger Liquid Shoe 

(See advt. pg. 48). Protected terri- 
tories aan L.Y.C . N. J., Fla, N. & 
S. Carolina, Va., W. Va., Tenn., Miss., 
Okla., Ark., Ariz., N. Mex., Col., Iowa, 
Neb., Ka., Calif., Northwest states and 
Washington, D. C. Straight commis- 
sion. Full time or side line. No a 
plications considered without fall 
details of your sales experience. This 
is a tough job, but a good one, with 
a future. 


SWAGGER, INC. 
916 Parrish St., Philadelphia, Pa. 








UNUSUAL 
OPPORTUNITY 


Salesman for extremely desirable 
apesiiory, with unusual possibili- 
ties. nly men with traveling 
experience and definite knowledge 
of high grade women’s welt and 
style shoes need apply. Connection 
with one of country’s outstanding 
manufacturers. Give references, 
age and business history. Applica- 
tions will be kept po aeggaag 


Address E-904 
BOOT & SHOE RECORDER 
209 South State $t., Chicago, Ili. 











SALESMAN: Fastest line of men’s, women’s 
and children’s novelty slippers and Bane 
shoes in stock. All territories 

sion basis. Marbach Shoe & Stipper mn 
Duane St., N. Y. C. 





SHOE salesmen to handle fast selling line of 
shoe ornaments as side line, good opportunity, 
commission basis, state references and terri- 
tory in first letter. Address E-896, care Boot & 
«a ean 239 West 39th Street, New York, 





JNCREASING our sales organization. Terri- 
tory open except for New England, upper New 
York: State, New Jersey, ae ie me eastern 
Ohio, West Virginia, ‘ge eg 
Two well known lines us nstock x0) 
women’s arch a walking shoes AAA to E 
skin dress oxfords, both lines 
factory instock rtment. 
Only hich coe gn salesmen able to 
furnish satisfactory references need apply. Give 
complete information in first letter. Address 
E-901, care Boot & Shoe pocgeer, 239 West 
39th Street, New York, 


RELIABLE men wanted to sell our line of shoe 
findings and machinery to shoe finders and 
chain stores on commission basis. ll terri- 
tories considered. Good proposition. Address 
E-905, care Boot & Shoe Recorder, 239 West 
39th Street, New York, N. Y. 





CHILDREN’ S in-stock house with good follow- 
ing want salesman for Southern Illinois, Ken- 
tucky, Indiana. Excellent as sideline. Address 
E-906, care Boot & Shoe Recorder, 209 S. State 
Street, Chicago. 





POSITION WANTED 


YOUNG married man, 32, graduate chiro st, 
desires sales position in orthopedic shoe depart- 
ment. Neat appearance, Pleasing personality, 
expert fitter with 10 years’ professional experi- 
ence. Will go anywhere i — offers a 
future. Address E-907, care Boot & Shoe 

corder, 239 West 39th Street, New York, N. Y. 








XPERIENCED shoe man in capacities of 
buyer, manager, salesman, 16 years’ e < yr 
ence includes footwear merchandising a * = 

branches. Address E-908, care Boot 
i eat 239 West 39th Street, ate yor 





W ANTED— Position as assistant or manager 
of shoe store. Will go anywhere west of 
Chicago. Over 15 years’ experience in all lines. 
Ten years as manager of several units for a 
large chain. Must be weet of ye a 
if any distance away. ress E-909, e Boot 
& S$ Recorder, 239 "Wen 39th Street. New 
York, N. Y. 





MANAGER, Buyer, Salesman—14 years’ re- 
tail experience pular priced s; Si: 
married. ddress E-912, care Boot & Shoe 
a sal 239 West 39th Street, New York, 





LINE WANTED 


WANTED, line of Ladies nd South Cs priced shoes 
for Va., North and Carolina, ave 
and corrective, party has following in 
those states. Must be good sort firm and a 
satisfactory expense account. Address E911, 
care Boot and ge 4 5 ae 239 West 39th 
Street, New York, 








WANTED TO PURCHASE 








CASH FOR BRANDED SHOES | 
Att., Dealers, 


Wanted: 
ENNA JETTICK, NUNN BUSH, 


FLORSHIEM SHOES 








FOR SALE 


SHOE. STORE established 40 year: geotent 

location, attractive lease. Loca’ 

-, city of 35,000. Address E-907, con — 

> Shoe Re Recorder, 239 West 39th Street, New 
or 








SHOE STOCK consisting of men’s, women’s 
and children’s popular priced shoes. Shoes 
retailing u fee to $2.95. Total pairs approximately 
ba § dress Style Shoe Store, Charleston, 


- 





STORE F FIXTURES FOR SALE. Six-drawer 
National Cash Register; two rs $4 ‘oot Grand 
Rapids mahogany plate glass cases; Mu 
5-foot show case; one Add Index Adding Ma 
chine; 24 mission leather upholstered c' 

Dr. Scholl chromium fitting stools. Conniff & 
Toher, Inc., Oneida, N. Y. 





FOS SALE—X-Ray Shoe Fitter, 
cle, alternating current; NEARLY 3 EW. 
$750 0 aching for $350. Conniff & Toher, Inc., 





WANTED TO PURCHASE 








Buyers of Surplus Stocks 
od? Sitabaaceraas Sitecee # sm 
QUANTITY NO OBJECT 


KIRSCH-BLACHER CO.., Ine. 
106 Duane St. New York 
Phone WOrth 2-5377 and 5378 








WE BUY 


Entire or ug Wholesale and Retail 
Stocks. randed Shoes oe as 
Walk-Over, Florsheim, ane-T eee Vital- 


x 


ity, h Prese: » Queen 
tonians, Stetson, Red Red Red Cross, Nunn Bo, Be 


89 urch 
Phone Barclay 7-7887 New York City 








CASH FOR BRANDED SHOES 


Men’s, Women’s—Fastery er Retall 
Florsheim. Preserver, 
Enna Jettick, *- Nuan- Bos- 
BARIS SHOE COMPANY, Inc. 


79 READE STREET, NEW YORK 
Telephones WORTH 2-5180, 5181 




















address should be counted. 





CLASSIFIED ADVERTISING RATES 


The rate for “Position and Lines Wanted” advertisements is 4 cents per word for all undisplayed advertisements, Mimi- 
mum charge, 75 cents. For all other classified advertisements the rate is 7 cents per word. Minimum charge, $1.25. 
When a box number is desired twelve words should be added for the address. In all other cases each word of the 


The rate for all display classified advertisements is $5.00 an inch with a maximum of 45 words. 

Classified advertising is payable in advance. 

= Advertisemer for this page must be in our New York office on Friday of the week preceding publication. “Seg 
Pat 
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MERCHANTS’ NEEDS 


MERCHANTS’ NEEDS 


MERCHANTS’ NEEDS 








PROTECT AND IMPROVE YOUR SALES WITH 


Spats, $5.65 to $23.00 per dozen 
Shoe Ornaments $1.00 to $3.00 per dozen 
MANOLIS MANUFACTURING COMPANY 
4246 North Crawford Avenue, Chicago, Illinois 


MANOLIS PRODUCTS 














BUSINESS OPPORTUNITY 








YOU CAN HAVE A BUSINESS PRO- 
FESSION OF YOUR OWN and earn big 
income in service fees. A new system of 
foot correction; readily learned by any 
one at home in a few weeks. Easy terms 
for training; openings everywhere with 
all the trade you can attend to. No capi- 
tal required or goods to buy; no agency 
or soliciting. Established 1894. Address 
Stephenson Laboratory, 21 Back Bay, 
Boston, Mass. 








HOW’S THISs---- 


for a Fair Proposition— 
Modern Business Requires 
Modern Stimulants 
Wide awake be ys are installing this remarkable 
jog reeuins 
are obtained from three 
Potential reasons— 








No. i—Relaxes the feet so as to ame, erect fitting. 
busy periods. 


No. 2—Holds customers d 
Neo. 3—Helps to break by? 
causes customers oe 
ing you the best kin 
WRITE TODAY FOR, 
See the Beever 


New 50 
VIPEDEX SALES oe MPANY 
6936 Marconi St. untington Park, Calif. 











Max Levin Takes on 
Another Line 


CHARLOTTE, N. C.—Max Levin, who 
is considered one of the South’s popu- 
lar shoe salesmen calling on retail 
trade, after promoting the lines of 
Saxe Bros. Co., Best Shoe Co. and 
Salem Shoe Mfg. Co., has just taken 
on the line of A. Sandler Co., Boston, 
women’s Goodyear welt sports, and 
says he will put it over. Mr. Levin 
states business with him is very good. 


Features Suedes 


TACOMA, WASH.—Accenting suede as 
a leading autumn favorite, the mez- 
zanine shoe department of Fisher’s, of 
this city, is showing wide lines in black 
and brown with smart patent trims, as 
the very latest shoe styles. 


New Store Helps Shoe Sales 


New Beprorp, Mass.—Since moving 
to 572-576 Pleasant Street, into a new, 
modernized building, the shoe business 
of the M. J. Leahy Co., men’s apparel 
and clothing store, has doubled its 
business, according to Andrew Nichols, 
department manager and buyer. The 
new department occupies double its 
former amount of floor space and the 
store represents the best and most mod- 
ern to be had in the way of modernized 
construction and facilities, realizing 
the ambitions of Michael J. Leahy, 
head of the firm. 

The exterior is of Indiana limestone 
styled in a modernistic manner. Irreg- 
ular-cut display windows, a _ silver 
trimmed marquee and green awnings 
make the front attractive to all who 
pass that. street. The front is further 
enhanced by the use of black carrar 
glass. 

The interior features modernistic 
lighting, air cooling, numerous illumi- 
nated signs and mirrors. 

Since Mr. Nichols joined the shoe 
department two years ago, that busi- 
ness has more than tripled, which he 
attributes to his aim for better fitting 
and to making friends for the business. 
In addition to selling shoes, Mr. Nichols 
is alert for business on accessories and 
allied merchandise. He has built up a 
fine slipper business by good displays, 
newspaper advertising and good sales- 
manship. 

He is shortly to go after more busi- 
ness in shoe findings by fitting out an 
attractive display case with these 
items. And then there are the shoe 
trees. About nine months ago, this en- 
terprising manager decided he could 
sell them. He now sells an average of 
100 pairs of shoe trees a month at 
$1.25 per pair, adding a nice profit to 
the month’s sheet. These are sold 
‘chiefly by suggesting them with each 
shoe sale. 


Shoe Promotion Success 


New Beprorp, Mass.—A recent pro- 
motion of Red Cross shoes, staged for 
two weeks by the shoe department of 
the Charles H. Cox Co., dry goods 
store, proved to be the best promotion 
of its kind the department has’ ever 
experienced, according to Thomas H. 
Martin, buyer and department man- 
ager. Advance cards were mailed to 
all customers prior to the public sale. 











There’s a Proven 
Way to Prevent 
“LOST SALES” 


Give your cus 
tomers—even the 

“hard - to - fit” — 

shoes that fit per- 

fectly and comfortably 
and you’ve made not 
only sales but permanent 
customers. It can be 
done by making shoes 
conform to the foot . 
scientifically and satio- 
factorily . . . with the 
DUNDE DE.- 

VICES, They're 
inexpensive 

and simple to 

use, 


Write for 
complete de- 
tails, Be Ow. 
r take 
advantage of this 
SPECIAL COMBINATION OFFER 
Machine and Hand Iron Complete 


$35.00 
F.0.B. New York City 


DUNDE RESHAPING DEVICES, Inc. 
13 East 37th St.. New York, N. Y. 























Louis Ostrov Moves 


Akron, OHI0—The Louis Ostrov 
Shoe Company has recently moved its 
offices and warehouse from 42 S. 
Howard Street to 90 Ash Street. The 
new quarters afford ample room for 
expansion. Louis Ostrov reports Sum- 
mer business very good, with the pros- 
pects for Fall opening up exceptionally 
well. The firm is looking forward to 
an increase in volume, contemplating 
opening new units in the near future. 


Westlake Manuel 
Elected Director 


ALBANY, N. Y.—Westlake Manuel, 
who became shoe buyer this Summer 
for Cottrel & Leonard, Inc., Albany, 
has been elected a director of the New 
York State Shoe Retailers Association 
to fill a vacancy that occurred since 
the last meeting in Syracuse. He will 
attend the Board meeting and conven- 
tion in Rochester. 

Mr. Manuel was formerly buyer of 
the upstairs shoe department of B. 
Forman Co., Rochester, and has the 
reputation of being a keen shoeman. 
He announces that for Fall he has pur- 
chased some of the finest and most out- 
standing footwear styles which he be- 
lieves will have a welcome acceptance. 














DATES TO REMEMBER 


Labor Day Monday, Sept. 7, 1936 
Official Leather Opening, Tanners Council 
of America, and National Shoe Retail- 
ers Association Style Conference for 
Spring, 1937, Waldorf-Astoria Hotel, 
Sept. 14, 15, 1936 
Hebrew New Year... Thursday, Sept. 17, 1936 
New York State Shoe Retailers Associa- 
tion 18th Annual Convention, Hotel 
Seneca, Rochester, N. Y., 
Sept. 27, 28, 29, 1936 
Columbus Day Monday, Oct. 12, 1936 
Annual Meeting Tanners’ Council of 
America, Palmer House, Chicago, Ill., 
Oct. 14, 15, 1936 
Election Day Tuesday, Nov. 3, 1936 
Spring Style Showing, Shoe Fashion Guild 
of America, Waldorf-Astoria Hotel, 
Nov, 5, 6, 7, 1936 


Thanksgiving Day ... . Thursday, Nov. 26, 1936 ° 
Iso F 


‘air, Palmer House, 


National 
Chicago, Ill 





Blistered Heels 
[CONTINUED FROM PAGE 24] 


counter was exposed. The counter can 
then be thinned on the sandpaper wheel 
at the offending spot. The next step is 
to dampen that spot and make a slight 
pocket where the blisted comes, then 
pull the upper back into position and 
restitch it. This cannot be done with 
patent leather or delicate kids. 

In all cases the sole should be flexed 
back and forth till the stiffness has dis- 
appeared. But never, never put a 
rough non-slip in contact with a blis- 
tered heel. 

This treatment may fix the shoe 
but it doesn’t fix the blister? What shall 
we do with the customer? A heel blister 
-is plenty serious, and the shoe man who 
* sold the shoes should “take care” of 
the customer no matter if he feels he is 
not to blame for the trouble. 

Giving the customer new shoes will 
not remedy the trouble. Indeed, she 
must be told to wear old shoes till the 
foot is healed. If the sore spot is bleed- 
ing the shoe man should not hesitate to 
send her (at his expense) to a chiropo- 
dist or physician to have it bandaged 
properly. Immediately, too. 


If the skin is not broken the cus-. 


tomer can bandage it herself. She 
should be advised to keep it covered till 
it is entirely healed. Any rubbing then 
comes on the bandage instead of on the 
skin. 

There is no use pooh-hooing so seri- 
ous a matter as a heel blister. If the 
irritation continues it may easily de- 
velop a protusion that will be trouble- 
some for life. 

(To be continued) 


Shoe Finding Firm to Move 
Battimore, Mp.—B. Levin, whole- 
saler of leather and shoe findings, and 


also shoe machinery and accessories, |. 


now operating at 930 East Baltimore 
Street, which location has been occu- 
pied for a number of years, will move 
. the latter part of Augurt to new and 
*.. larger quarters at 1008 East Baltimore 
Street. 


Ape 


Jan. 4, 5, 6, 7, 1937 
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BOOTS AND SHOES 


BRAUER BROS, SHOE CO., St. Louis, Mo 
BROOKS SHOE MFG. CO., Philadelphia, Pa 
CAMBRIDGE RUBBER CO., Cambridge, Mass 
CLAPP, EDWIN, & SONS, INC., E. Weymouth, Mass 
COLT-CROMWELL CO., New York City 
CONNELL, J. M., SHOE CO., S. Braintree, Mass 
DANIEL GREEN COMPANY, Dolgeville, N. Y. 
DOUGLAS, W. L., SHOE CO., Brockton, Mass 
ELAM, F. S., SHOE CO., Rochester, N. Y. 
ENDICOTT-JOHNSON CORP., Endicott, N. Y 
FREEMAN SHOE CORP., Beloit, Wis 
JUVENILE SHOE CORP., St. Louis, Mo 
KIRKENDALL BOOT CO., Omaha, Neb 


MIDWEST SLIPPER CO., Chicago, Ill. 0.0... eee ccc cece caceeeeecvaces 
Sree Seren eee, “Cenmen, Wis... . oo oko oie nc. petite soe ey 4ie ew xee ee 
MRS. DAY'S IDEAL BABY SHOE CO., Danvers, Mass 

O'DONNELL SHOE CO., Humboldt, Tenn 

ROBERTS, JOHNSON & RAND, St. Louis, Mo 

ROHN SHOE MFG. CO., Milwaukee, Wis 

ROVICK THEATRICAL SHOE CO., Chicago, Ill 

SANDLER, A., CO., Boston, Mass 

SAWYER, R. J., INC., Freeport, Me 

VAUGHAN-TOWLE CO., Wakefield, Mass 


EVANS, JOMEER. & CO. Camden; Ni Ji... oo. ci in ie RR ee, 4,5 
GOODYEAR TIRE & RUBBER CO., Akron, O 

LAWRENCE, A. C., LEATHER CO., Peabody, Mass 

RICHARD YOUNG COMPANY, New York City 

SURPASS LEATHER CO.., Philadelphia, Pa 3) 
ZIGGEL-EISMAN -GO., Boston, Mess..25 056. oo dik ccc ceees beds cbeccceccstocstaer Sf 


MACHINERY, LASTS, MFRS.’ SUPPLIES, DRESSINGS, ETC. 
COMPO SHOE MACHINERY CORP., Boston, Mass 
GOLD DUST CORPORATION (Shinola}, New York City 
SWAGGER, INC., Philadelphia, Pa 
UNITED LAST COMPANY, Boston, Mass 
UNITED SHOE MACHINERY CORP., Boston, Mass 


STORE EQUIPMENT AND ACCESSORIES 


ADRIAN X-RAY SHOE FITTER, INC., Milwaukee, Wis 

DUNDE RESHAPING DEVICE, New York City 

FRANKLN MANUFACTURING CO., INC., Franklin, O 

HOWELL MFG, CO., St. Charles, III 

MANOLIS MANUFACTURING COMPANY, Chicago, Ill 

SECURITY SHOE FINDINGS MFG. CO., Chicago, Ill 

SHOE FORM CO., Auburn, N. Y 

SP Moi ht rain abe a ak os es as eer eee is an os 


MISCELLANEOUS 


BARIS SHOE COMPANY, New York City 
HOTEL LINCOLN, New York City 

IRVIN RUBIN, New York City 
KIRSCH-BLACHER CO., INC., New York City 
PENNEY, J. C., CO., INC., New York City 
REPUBLIC BUILDING, Chicago, Ill 
STEPHENSON LABORATORY, Boston, Mass. 











